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The Republic representative’s job is to help 
you by telling you what Republic steels will 
do, what they won’t do, which steel to use 
for each type of service, and how Republic 
steels will save your company money. 

His job is to answer your questions in- 
telligently—to point out the advantages of 
centralizing your purchases with a manu- 
facturer making a wide diversity of prod- 
ucts—to give you specific information on 
any product. 

Feel free to call the Republic representa- 
tive at any time. He will come when you 
say, tell you what you want to know, and 
take a sincere personal interest in your par- 
ticular steel problem. Republic Steel Corp- 
oration, Cleveland, Ohio. 


ELECTRUNITE 


gy 


TUBING 


When writing Republic Steel Corp. for further information, please address Department EP 








THEY USED TO TAP DANCE 
--* NOW IT’S “SOFT SHOE” 


A typical example of Goodrich improvement in rubber 


_ are type bars of a typewriter, 
enlarged to fit the noise they make 
—that echoing rat-tat-tat in every office, 
as they go dancing against the roll or 
platen. 


A large typewriter company thought 
there must be some way to reduce this 
noise, yet still retain their efficient 
system of swinging type bars. Good- 
rich, studying the rubber platen, tried 
to develop some practical way of cush- 
ioning the blows. A soft-rubber platen 
would be quiet but wouldn’t make 
enough carbon copies. Could it have a 


softer cushion under a harder surface? 
How soft could the cushion be? How 
thick? How thick a layer of harder 
rubber ? 

Working on these problems, Good- 
rich technical men designed a platen 
that put more cushion under the type- 
writer “tap dancers” yet makes plenty 
of clean carbons. The new typewriters 
are quieter, offices are more comfort- 
able to work in, yet efficiency hasn't 
been sacrificed. 


There’s hardly any type of industrial 
rubber product that isn’t better today 


because of Goodrich devel 
work. Modern Goodrich convey: 
carry more tons than belts ever 
rubber hose resists abrasive we 
light, oils, chemical actions « 
rials handled. Somewhere in yo 
the extra quality resulting from ‘ 
rich research can make a savin 
your Goodrich distributor. The 
Goodrich Company, Mechanica 
ber Goods Division, Akron, O! 


Goodrich 
a cai cea RUBBER 
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COSTS LESS AT NIGHT 
OR ON SUNDAY 


Long Distance provides a quick, convenient b1 
between you and your vacation — regardless 
where you're going. 
You can call ahead to make hotel reservat 
to find out whether friends will be home 
learn about roads, canoes and camp sites. 


After you get there, you can keep in touch 
home or office, avoid worry, and enjoy 
vacation more. 

And if you go back to town leaving the fa 
at lakeside or seashore, Long Distance will 
make the silent house seem less lonely. 

The toll on Long Distance bridge has 
repeatedly reduced in recent years. It’s low 
ing the day and still lower after seven 


every evening and all day Sunday. See 6: 





the sample rates below — and then try 
a sample! 
Here’s how little it costs to telephone: 
WSTATION-TO-STAT 
BETWEEN AND Week- Night a 
day Sund 
Washington, D.C. Atlantic City, N.J. $ .65 § .4 
New York Provincetown, Mass. -85 
Los Angeles Tucson, Ariz. 1.40 
Kansas City Colorado Springs 1.70 1.0 
Cleveland Bar Harbor, Me. 2.20 1.3 
Chicago Glacier National Park 3.75 2.2 
New Orleans Rainier National Park 5.50 3.7 


* 3-minute station-to-station rates. Reduced rates 
in effect from 7 P.M. to 4:30 A.M. every night a 
all day Sunday. 














Yours on Request 


Purchasing agents will find it well worth their while to read the publications 


reviewed on this and the following pages. 


From among the many submitted 


to us, they have been selected by the editors as having greatest interest and 


utility value to purchasing agents. 


To obtain copies, simply fill in and mail coupon at the bottom of this page. 


402 The new patented Jenkins U-Bolt Gate Valve in- 
e corporates many design features which assure re- 
duction of maintenance costs to a minimum, longer service life 
and greater convenience. Subject of a handsome colorful folder 
issued by Jenkins Bros., this new valve can be taken apart for 
cleaning and inspection and put together again in 12 minutes. 
It has a renewable ‘‘Bonnet-Saver-Bushing,’’ which avoids the 
need for purchasing an entire new bonnet because of worn threads. 
All design features are explained clearly with the aid of a large 
cross-section photograph. Specifications and list prices are given. 


403 The three modern typewriter models—standard, 
» master and noiseless—offered by Underwood Elliott 
Fisher Co. are strikingly illustrated in an attractive folder. 
Newest of these is the Master, which strikes a refreshing note in 
typewriter design and incorporates new exclusive operating fea- 
tures along with refinements of older, time-tested ones. 


1 2, An attractive folder stressing the merits of Howard 
4 « Bond for letterheads and including sample letter- 


heads has just been released by Howard Paper Co. 


For purchasing agents interested in standardizing 
4 l 5. record-keeping equipment a new line of ‘‘Service”’ 
Sectional Post Binders has been developed by C. E. Sheppard Co 
Of superior construction, featuring ‘‘piano’’ type hinges with 
self-lugs, new compensating mechanism, and lacquering of ex- 
posed metal parts, these new binders insure maximum strength 
and wear. Available with canvas, imitation leather, fiber, and 
bakelite-fiber covers in all sizes. Complete lists of stock and 
special sizes, accompanied by prices, are given 


2, Modern methods for cleaning operations necessary 
4 3. in truck motor repairing and fleet maintenance are 
described and illustrated in an interesting 36-page booklet re 
leased by Oakite Products, Inc. Cleaning cooling systems, wash 
ing motor interiors and exteriors, cleaning engine repair parts, 
washing truck bodies, methods of paint stripping, steam cleaning 
chassis and general maintenance cleaning are among the many 
subjects covered. 


Capable of handling loads up to 20,000 pounds, 
424. various types of ‘“‘Ironbound’”’ Skid Platforms and 
details of their construction are illustrated in a 4-page 8!/,” x 11” 
folder released by Ironbound Box & Lumber Co. In addition 
to standard sizes and models, these unique skid platforms can be 
had specially designed for any particular need or in any desired 
size. 


The handsome 36-page 814” x 11” Bulletin 138, 
432. issued by S. Morgan Smith Co., is distinguished by 
numerous large photographs of power impulse turbines and 
valves, many of them taken ‘‘on location.’”” The function, opera- 
tion and construction of Smith Impulse Turbines are described in 
a simple, understandable way. Blueprints show typical installa- 
tion arrangements. 
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439 Facts about its electric screw drivers are presented 
s 


in an S-page catalog supplement issued by the elec 
tric tool division of The Stanley Works. Completely describes all 
models, which cover virtually all industrial requirements and 
which are adapted for use with bits for slotted or Phillips recessed 
head screws and with socket wrenches for bolts and nuts 


44 l Appearance factors important to the ‘‘personality” 
» of a business form the basis of a new ‘‘Check List’”’ 
folder, recently released by Strathmore Paper Co. 


I Letterheads 
are singled out for a special survey which includes comparative 


figures showing the cost of a completed letter on no-rag, 25% rag 
and 100% rag bond. Actual letterheads are enclosed 


442 “American PLUS Screws save thousands a year on 
s the cost of fastening,” 


ig,’ says the purchase manager 
pictured in a new folder issued by American Screw Company 


Other quotations cited Cut assembly time down to a fraction 
‘*Take half the work out of fastening’’ “Eliminate spoilage 
caused by slipping drivers,’ Prevent lost-time accidents.”’ 


Numerous types of steel boxes and skid platforms 
«» for handling operations in many different industries 


| 
are illustrated in the attractive Materials Handling Equipment 
Catalog issued by Truscon Steel Co.’s Pressed Steel Division 
44 Inland Ledloy, 1 newly de veloped free cutting 
5. open hearth steel, is the subject of a bulletin just 
released by Inland Steel Co Considerable savings in machining 


time, improved machining and increased tool life are claimed 


possible through use of ‘‘Ledloy,’”’ which is adaptable for nume1 
ous parts and product Results of actual machining time tests 
of ‘‘Ledloy”’ and equivalent SAE sare tabulated. Physical 
properties are described 


446 Stick-O-Paint,’’ paint in solidified stick form, is 
» described in a new folder issued by Markal Co 
Produces permanent and lasting markings on virtually any typ 
of surface, such as hot strip steel, cold sheet metal, bales, bags, 
crates, lumber, iss, stone, wood, cellophane, et¢ Made in 
six colors 


447 Over 60 photos of fence for every type of industrial, 
» institutional, sports and residential property aré 
contained in the new 50-page, 8 x 11” Chain Link Fences 
Catalog published by Wickwire Spencer Steel Co. Numerous 
diagrams, charts and drawings show construction and specifica 
tion details 


448 Developed especially for the lubrication of gears, 
«» chains and wire rope, Texaco Crater Compound is 
described in a 32-page booklet. Claimed to provide greater 
protection of machinery, reduction in replacement expense and 
better lubrication, this compound is made in 11 different grades, 
properties and uses of which are outlined. A chart lists various 
types of machinery in many diversified industries, with the 
specific grade of compound recommended for each. 


449 Its complete line of casters, pneumatic wheels and 
«» trucks, covering a wide range of industrial needs, 
is presented by Saginaw Stamping & Tool Co. in a new 48 page, 
8'/,” x 11” Catalog No. 38 CG-2. Profuse illustrations and dia- 
grams showing construction features are supplemented by de- 
scriptive text, specifications and tables 


450 As an assurance of high quality the Felters Co. 
« maintains a central testing and research laboratory, 
which is described in a recent pamphlet. Felts produced under 
supervision of the laboratory are labeled ‘‘Certified.”’ 


45 l A new 44-page reference catalog (S-11) for 81/2” x 

« 11” purchasing department files is offered by Scovill 
Mfg. Co. Covers cap and machine screws, set screws, stove 
bolts, cap screw nuts, machine screw nuts and screw machine 
products. Complete specifications, prices and ASA tables are 
included. 
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OVER-STAYING 


McGILL COMMODITY SERVICE - Auburndale, Mass. 


the 


SHORT SIDE 
9 


There is always the danger that the initial surge upward following 
a major turning point in economic conditions will be a bit too rapid 
to be healthy and inevitably reactions will set in. 


Without any doubt, because of the rapidity of advancing trends and 
the fact that this is the summer period of normal dullness, con- 
siderable irregularity will be chronicled before the beginning of the 
fourth quarter. 


However, will the lows of several months ago be reached again? 
What is the long-range standpoint for prices? 


What about the future price action in those commodities of prime 
importance to you? Is this the time to abandon the short side? 
Will all commodities act alike, and if not, which are destined to move 
upward—or downward? 


Since commodity prices are never stable, and today we are facing 
a period of considerable price irregularity, clients of the McGill 
Commodity Service will receive great help through dependable price 
analyses and forecasts for all basic commodities. 


Why not inquire about this service now serving hundreds of organi- 
zations with a commodity price interest? Just write to the address 
below. Nocost or obligation involved and no salesmen will follow-up. 








© 
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Yours on Kequest 


Purchasing agents will find it well worth their while to read the publications 
reviewed on this and the preceding pages. 
to us, they have been selected by the editors as having greatest interest and 


To obtain copies, simply fill in and mail coupon at the bottom of this page. 


From among the many submitted 














452 50% saving in labor costs is an accomplishment 
«s claimed for the Ideal Roto Sweeper, a new general 
purpose power sweeper capable of sweeping an average of 36,000 
square feet an hour. Subject of an amply illustrated 8-page, 
8'/.” x 11” booklet, this sweeper is used for the cleaning of all 
types of surfaces by industrial plants, railroads, steamship lines, 
foundries, municipalities, highway departments, bus terminals, 
colleges, schools, institutions 


453 A new idea in posture chairs is announced, via a 
« colorful broadside, by the Harter Corp. Abso- 
lutely self-fitting, this new development boasts self-adjustable 
back height, back rest and seat height. 


454 Timken Quality Tubing, latest addition to the 
« Ryerson stocks of ‘‘Certified Steels,’’ is the subject 
of a 24-page, 8'/,” x 11” illustrated booklet detailing numerous 
and varied industrial applications. Included are physical 
property specifications, tolerance charts, numerical equivalent 
tables, etc. 


455 List prices and dimensions of New Departure ball 
« bearings are given in a recently issued 24-page, 


8'/,” x 11” catalog 


456 An astonishing array of metal ornaments, special 
« ties and ‘‘doo-dads’’ is illustrated in the new Empire 
Co. catalog. Among the many items shown are screw covers, 
tapped screws, safety pads, washers; ‘‘blind’’ and cross-slotted 
screws and bolts; hangers for mirrors, pictures, signs, etc 

clips, holders, corners, turn buttons; ‘‘trick’’ hinges, knobs, 
bumpers, glides, nails, screws 


457 A clever ‘“‘Slide-Chart’’ which enables buyers to 
e determine at a glance the characteristics of its 
various grades of stainless steels is available from Carpenter 
Steel Co. One side provides complete technical data—type 
analysis; annealing, hardening and scaling temperatures; range 
of physical properties; magnetic, welding, soldering and ma 
chining qualities; recommended uses, etc. The other side gives 
general characteristics of the A, B and C groups in which all 
stainless steels are classified 


458 Visible and invisible factors by which to judge 
« paper quality are described in a handsome port 
folio containing samples of all Neenah Business Papers (bonds 


and ledgers), rag contents of which are specified. Included is a 
4-page summary devoted to ‘‘The Letterhead Question.” 


59 Its comprehensive line of industrial stools and 
4 « chairs, for practically all operations in every type 
of factory, is displayed in the new Royal Metal Mfg. Co.'s 
catalog, a section of which shows furniture for office, reception 


and rest rooms. Also included is information on correct seating 
and posture for factory workers 
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460 The new M. L. 11 catalog of Fostoria ‘‘Canopy 
« type’’ Localites includes a unit for every industria! 
purpose where high intensity diffused lighting is desirable 


Units for bench and table mounting, overhead suspension 
deluxe desk model, portable unit, etc., are shown 


461 Of interest to firms fabricating or assembling 
« sheet-metal parts or products is a new 167-page 
catalog recently issued by Dahlstrom Metallic Door Co. Pro 


fusely illustrated with actual-size section drawings of innumerable 
shapes of metal parts 


462 The manufacture of special metal stampings i 
« described in an interesting 68-page booklet via a 
word-and-picture trip through the plant of the American Emblem 
Co. Ample illustrations show progressive steps in production 
Also illustrated are numerous examples of made-to-order name 
plates, advertising novelties and premiums, smokers’ accessories 
beverage items, decorative stampings, badges, buttons, emblem 

radio escutcheons, industrial products, et« 


63 Kisco direct motor and belt drive exhaust fans, for 
4 « the elimination of heat, fumes, moisture and odors 
are illustrated in a new pamphlet. Specifications given for al! 
models 


Climate Changer all-year-round air conditior 
464. ers that cool or heat as required, are pictured ir 
Trane Co 16 page, 8 < 11” Bulletin S 303. Various sizes and 
models for all types of commercial buildings, hotels, institution 


stores, apartment houses, private homes. Complete deta 
construction, operation and installation given 


Construction, features and applications of Cyclo 
465. chain link Metal Conveyor Belt are described in a 
new catalog. Made in any metal for specific operating cond 
tions, this belt is especially adaptable for process conveyin 
through heat treating and baking ovens, steam cookers, washing 
and drying machinery, acid baths and chemical solutions, annea 
ing apparatus, pickling and brine tanks, filtering, screening 
grading and sorting machines, refrigerating tunnels or cooling 
rooms, et 


Cutting Costs with Cold Drawn Steels,’’ a highly 
466. interesting 24-page booklet issued by Union Draw 
Steel Division of Republic Steel Corp., offers a non-technica 
explanation of what cold drawing is, the effects of cold drawing 


and its utilization in the manufacture of innumerable steel part 
How each of the following properties of Union cold drawn st 


reduces costs is also discussed: high surface finish, accuracy to 
size, cross sectional accuracy, improved physical propertie 
improved machinability Special sections also contribute to cost 


reduction 


Stopping waste with ‘‘spot handling’’ via ‘Zip 
467. Lift 1 new light electric hoist, is the theme of 
Harnischteger Corp.’s illustrated Bulletin H-2. Four actual 
cases show how ‘‘Zip-Lift,’’ providing effortless lifting, instant 
availability and accurate positioning of work, lowers costs by 
keeping men and machines busy, eliminating helpers, slow old 
fashioned methods and workers’ fatigue 


The recently released 28 page, 8'/2” x 11” Section E 
468. of the Ferracute Machine Co.’s Catalog 22 illus 
trates the numerous types of embossing and coining presse 
adaptable for work on agricultural implements, automobile 
parts, bicycle parts; blanking, punching and shaping heavy 
sheet metal; cash registers, clocks, collapsible tubes, cutlery 
electrical instruments, flanges, grease-cups, hardware, jewelry, 
perforated work, raised lettering and designs on sheet metal, 
typewriters and innumerable other articles 


(Additional listings on page 4) 
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That's just one of the talks to be delivered 
anonymously by a masked speaker that will 
set every man thinking at the Annual Con- 
ference of National Industrial Advertisers 
Association in Cleveland, September 21-23. 
A second masked speaker will tell what he 
would do if he were a publication repre- 
sentative. 


We're not going to tell you much here—just 
highlight the program enough to make your 
mouth water and your brain tingle. 

T. M. Girdler, Chairman, Republic Steel Corp- 
oration, is scheduled for the opening address 
and when “T. M.” talks he says something. 
J. H. McGraw, Jr. will talk on ‘What I Would 
Do Now If I Were An Industrial Advertising 


Sales and Advertising” and “How and Why 
to Use an Industrial Agency.” 


Another session will deal with “Problems of 
the Small Advertiser", “Production Prob- 
lems”, ‘Public Relations”—and there are 
many others. 


If I were an Advertising Manager, I certainly 
would start now to make plans to attend the 
16th N. I. A. A. Conference even if I had to 
hitch-hike to Cleveland. And I would send in 
my advance registration now to—Ed. Bossart, 
Bailey Meter Company, Ivanhoe Road, 
Cleveland, Ohio. 





Fr I EMPLOYED AN ADVERTISING 
MANAGER-! would make certain that he at- 
tended this Conference, because changing times 
and markets demand a changed viewpoint—a 
new viewpoint that can be obtained only by 
hearing discussions by men whose experience 
is up-to-the-minute—right up to September 21st. 


Manager.” 


The new Publisher's Statement will receive 
full discussion. 


Clinic sessions, so popular last year, will 
again cover a wide range of interesting sub- 
jects. Two half-day sessions instead of one. 












A general conference session will cover such 
subjects as “Preparing the Plan”, “How to 
Gather Usable Material”, “Copy Technique”, 
“How to Sell Management”, “Co-ordinating 
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HOW DO YOU 
BUY STEEL? 


Purchasing management formerly 
placed orders for steel on a price and 
shipment basis on the assumption of 
standard quality. However, with auto- 
matic processes and higher speeds, greater 
strains, etc., much closer uniformity is 
not only desirable, but often absolutely 
essential in securing faster factory sched- 


ules and lower production costs. 


Anticipating this situation, Ryer- 
son turned all old stocks, tightened speci- 


fications, and made inspections more rigid. 


Only whole heats of alloy steel in 
narrow range analyses are selected for 
stock. Bars from every heat are analyzed 
and actually heat treated. Data sheets 


showing exact analysis and heat treatment 


results are sent with every order as a 
guide to securing the best heat treatment 
results. In addition, Ryerson certifies to 
the uniform high quality of every steel 


prod uct. 


Never before has any such quality 
control been attempted by a steel service 
organization. But the results are well 
worth the effort. Manufacturers are re- 
porting savings in time, reduction in 
spoilage and lower costs. The safety factor 


is also an important consideration. 


Since this higher uniform quality 
can be purchased without increase in 
price, we believe it will pay you to con- 
centrate with Ryerson. Remember the steel 


is in stock and shipment is immediate. 


If you do not already have a copy, we will be pleased to send you our 
illustrated book completely describing the Ryerson Certified Steel Plan. 


RYERSON 


Principal products in stock for Im- 
mediate Shipment include—Bars, 
Structurals, Plates, Iron and Steel 
Sheets, Tubing, Shafting, Strip Steel, 
Alloy Steels, Tool Steels, Stainless, 
Babbitt, Welding Rod, etc. 








Joseph T. Ryerson & Son, Inc. Plants at: Chicago, 
Milwaukee, St. Louis, Cincinnati, Detroit, Cleveland, 
Buffalo, Boston, Philadelphia, Jersey City. 
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| ates is naturally disturbed at the receding price indices 
on several of our most important and basic commodities. It should 
find a satisfaction, more than compensating, in the rising indices of produc- 
tion. Paper and steel are two notable examples in point at the moment. 
We are not concerned in this writing with the question of whether there is a 
cause-and-effect relationship in this situation. But we are confident that 
the higher rate of operation will prove to be altogether more effective in re- 
lieving the hardships of the current recession than was the higher price 
schedule. 


Industry is entitled to a minimum price for its product, just as labor is 
entitled to a minimum wage for its services. Costs have to be covered. 
But the unit basis of calculation is highly misleading. Even at a high daily 
rate, the wage earner’s annual income may be far below a subsistence level 
if his employment is for only 30 or 40% of a full-time schedule. Similarly, 
industry cannot economically distribute the annual fixed charges over so 
small a proportion of potential output or capacity, nor can it hope for any 
substantial profit, even at high unit prices, when the volume of sales is at 
such low levels. 


Costs of operation, and fixed charges, are high today. A primary reason 
for high costs has been the low rate of operation. Both management and 
labor lose when plants lie idle. Fixed costs go on while machinery stands 
still; unemployment and lack of earnings become the worker’s burden. 
These losses, which are a national economic loss as well, cannot be re- 
covered. 


In this respect, the problem of management and labor is parallel and 
common. The cost-price philosophy which seeks to add the unit wage in- 
crease into the unit product price as a simple sum in addition, falls con- 
siderably short of finding a complete solution. In the long run it may defeat 
the aims of both management and worker. The satisfactory answer is to 
see that both capital and labor are employed to the greatest possible extent. 
And this is also the way to national economic prosperity. 


It may be that some sacrifices of unit profit and unit wage may be neces- 
sary to effect a net improvement on the balance sheet and in real income. 
But that is not inevitable, provided the production curve can be moved up- 
ward. It is a common phenomenon that both prices and wages move up- 
ward in a period of brisk activity. Industrial purchasing, which always has 
a weather eye on consumer purchasing power and the assurance of an outlet 
for production, provides excellent evidence that all these factors move to- 
gether, being habitually most active on a rising market. 


As the production index rises, we have the opportunity to set the ascend- 
ing spiral in motion again. If that production can be maintained and ex- 
panded with even moderate momentum, prices and wages will take care of 
themselves. 

STuART F. HEINRITz, EDITOR 
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The Problem of 
RETURNABLE CONTAINERS 


UST AS THE roll of war drums over the world has 

become a severe nuisance, so does the roll of the 
empty commercial drums become a headache and nuti- 
sance to industry and its buyers. 

While this is a minor part of the purchasing duties 
yet its importance is not to be minimized, for losses 
can and do take place easily if the containers are not 
accurately checked from time to time. Purchasing 
assistants should be delegated authority to handle this 
problem. 

Empty containers such as steel drums, steel barrels, 
pressure tanks and cylinders, glass carboys, wood bar- 
rels and the like, containing liquids, gases, oils, greases 
or other materials for manufacturing and maintenance 
purposes, if bought in appreciable quantities, are sure 
to be a nuisance if they are charged to the buyer’s firm 
when shipped and billed. 

Not all firms shipping these products in returnable 
containers charge for them. Many now check by 
means of postcards and form letters their shipped or 
outstanding containers after a ninety day period has 
elapsed and make a charge for them if kept longer than 
that time. Several large oil companies practice this 
method, but other organizations in order not to lose 
their large investment in heavy steel drums, barrels, 
glass carboys and metal cylinders and tanks, cannot 
afford to take this chance. It is also an additional urge 
to make the customer more eager to return them in 
order to have his account credited promptly. 

There are so many out-of-the-way corners in which 
empty containers can be placed, or hidden or piled out 
of sight; so many practical (and even personal) pur- 
poses to which they can be put; and so many depart- 
ments which are forever angling for these empty con- 
tainers, that the constant check on them by the Pur- 
chasing Department and the Stores Department is 
necessary that no losses occur. And they are a book- 
keeping or accounting headache as well. 


Methods Employed by a Tannery 


In a tannery where the writer was formerly employed, 
the problem of empty containers was a large one. So 
many acids, such as acetic, muriatic and sulphuric, and 
so many chemicals and gases were used to process the 
hides into leather that a special account for chargeable 
containers of all kinds was set up in the purchasing card 
record and charged to ‘““Material.’’ This the purchasing 
agent supervised, talking it over with his assistant at 
the end of each quarter 
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The account was large because of the hundreds of 
carboys of sulphuric acid in stock at all times (later a 
ten thousand gallon steel tank for storage of acid as it 
was drawn direct from the freight tank car was in- 
stalled) charged at $5.00 each. Sulphur dioxide cylin- 
ders cost about $30.00 each, while other barrels, and 
drums, too, containing acetic acid, alcohol, certain other 
colors and chemicals, varied in 
$15.00 each 


price from $5.00 to 

An inventory stock record was kept in the purchasing 
department while a mere drum record without values was 
also kept in the storekeeper’s office. The office records 
showed seller’s invoice dates, drum numbers or letters 


individual container costs and container cost extet 
$1ons 

Certain areas in the huge yard were restricted to the 
stacking of the glass acid carboys in their individual 


crates, so that incoming trucks and wagons could not 
break off carboy necks, knock over carboy piles or run 
the chance of a severe burn to drivers, horses or hand 
lers should a few remaining drops of acid be released 
from unstoppered or accidentally broken carboys. This 
area was on the ground floor just outside the tanning 
department which used the acid. 

Sulphur dioxide cylinders, acetic acid carboys, alco 
hol drums, and chemical drums and barrels were kept 
in an enclosure which was part of the storeroom. As 
these containers (full) were requisitioned from the store 
keeper by the department foreman or sub-foreman, the 
number of drums, tanks or cylinders was written on the 
requisition by the storekeeper and posted to his own 
records 

As a further means of identification should the con- 
tainer not bear any shipper’s identifying number, the 
storekeeper would mark his own number in colored 
chalk on the container before issuing it. When it was 
returned he would check this off his list in the stores 
office or from a list on a clipboard in the actual en- 
closure, giving the foreman a form receipt for returned 
drums from that department. This procedure was in 
the nature of a double check on drums in circulation as 
well as a means of keeping the earliest arrivals in full 
drums moving into production first and thence back 
into the storeroom for pickup by the shipper’s driver 
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No container record was kept in the purchasing office 
of the transaction between storeroom and department. 
This was a matter settled best between storekeeper and 
department foreman. 

In many cases where only one or two drums or car- 
boys were in use or purchased at one time, one of these 
was permanently charged to the Materials Account, 
for it often happened that certain fluids were not 
ordered oftener than twice each year and the container 
in which these items were kept was in use in the depart- 
ment for that long a period. The old or empty carboy 
was returned to the storeroom but the department was 
not charged with the new or full one. This aided in 
keeping the account clear on finishing materials such as 
acetic acid, formaldehyde and alcohol. 


In a typical shipment such as this, 
the value of returnable containers 
represents a considerable investment 
added to the cost of materials. It is 
part of the purchasing agent’s job to 
see that this investment is promptly 
reclaimed, by systematic supervision 
of the container account. (Photo by 
courtesy of the Gerrard Co.) 


This same procedure was followed, charging to the 
Materials Account the cost of carboys when they were 
accidentally broken, their individual crates crushed, 
or when it was found necessary for some good reason to 
appropriate a carboy for some departmental use. Such 
charges were made monthly so that no large discrep- 
ancies could occur at the annual inventory period. 

At the end of ninety days, actual counts of drums, 
carboys, barrels and containers were made by an assist- 
ant buyer, checking the yard’s and storeroom’s full and 
empty containers against his office record and against 
the stores office records. He would also go, if his records 
did not tally, through departments, yards, sheds, store- 
rooms and isolated corners of the plant to find missing 
drums. Often he did find them, either appropriated by 
departments or else thrown aside, still charged to the 
department and not in use. Foremen were then cau- 
tioned to check their containers with the storeroom, 
and matters either adjusted on the records in case of a 
damaged or broken container or charged to the depart- 
ment or the storeroom proper. 
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This method of 90-day inventorying did not tak: 
much time, usually less than an hour. Often thes: 
quarterly prowls turned up interesting facts other tha 
empty containers, and sometimes these discoveri 
proved important to company economies as well a 
its safety and insurance record. 

Oil, grease and other lubricating items were kept i 
similar fashion except that they were in an enclosur: 
their own. Full barrels used in the Operating Depa 
ment for general oiling and greasing or for boiler tr 
ment or boiler room use were charged to that depart 
ment until returned. Oils and greases dealt out in sn 
quantities to departments made unnecessary any 
partmental charges, as their containers were kept 
that oil and grease enclosure (adjacent to the st 





room and under lock and key). These were chargeabk 


to the ““Storeroom” or ‘‘Supplies’’ Account. 


When containers were returned to the shippe: 
shipper’s numbers were marked on the shipping ticket 


checked with the driver and then signed for by hin 
When empty drums were returned by departm 
tickets with the number of drums returned were ha 

by the storekeeper to the foreman, thus writing of 
departmental charges for supplies. 

The purchasing department billed the shipper fo: 
returned drum in order to clear their container recor 
When the shipper’s credit was received it was clippe 
the invoice copy and the record on that return 
closed. 


Bags 


Empty sawdust bags and salt bags were another 
turnable item that possessed a distinct nuisance valu 
These burlap sacks were always ‘‘just right’’ for perso 


shop aprons, pads and other purposes. A strict chec! 


Continued on page 4 
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What the Purehasing Agent 
Should Know About PLASTICS 


IRST, of course, the purchasing agent and the 
seen salesman have one thing in common. The 
purchasing agent has to know about several thousand 
varied items that he buys. The plastics salesman has 
at least an equal number of varied manufactured arti- 
cles that either use or could use plastics, and, so that 
the use of plastics will prove beneficial all around, the 
plastics man must know the other fellow’s problem. 
In short, they both have to know a lot about a number 
of things. 

The plastics industry has grown rapidly; new mate- 
rials have come into the picture; the older plastics 
being chemical products, have improved, and where 
there was one material a year ago there are ten today. 
Compounds are made that have five times the impact 
strength of those of three years ago. Phenolic plastics 
that are water-resistant and non-odorous have been 
developed. Others that will stand high temperatures 
and have greater electrical resistance have been placed 
on the market. 

The purchasing agent seeking quotations on plastics 
parts should be sure that the parts are designed or engi- 
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A wide range of mechanical properties, 
color effects and adaptability to all 
sorts of manufacturing processes, have 


found useful application in many fields 


Hi. 8S. SPENCER 


General Plastics, Inc. 
No. Tonawanda, N. Y. 


neered for plastics. Blueprints giving metal specifica- 
tions will not always bring accurate or comparable 
quotations. One source may read the print literally 
and another take into consideration advisable changes 
to make it a better molded job. 

Fortunately, today’s purchasing department has 
available almost everywhere experienced, qualified 
custom molding organizations that are capable of acting 
in advisory capacities on the best suited materials for 
a job, as well as how best to engineer and manufacture 
the molded piece. Beyond this, the larger raw mate- 
rial manufacturers have experienced material men, as 
well as extensive research staffs, to determine in ad- 
vance if the application is a practical one for their 
material. In a number of instances these research 
staffs have developed special materials to meet unusual 
conditions. 

A manufacturer making intricate small parts of 
metal for years, investigated plastics and found that a 
little ‘/gth ounce pivot made of a special plastic 
material would outwear metal by many times. 

The manufacturers of a spinkler device tried every 
available material that they could think of, and finally 
investigated plastics. Their research in plastics was 
extensive, for the sprinkler pipes had to carry not 
water but compressed air, at a pressure of 150 pounds. 
When fire occurred and a sprinkler head let go, the 
air pressure would drop, the mercury switch closed 
and turned water into the pipes. When plastics were 
tested at 750 pounds pressure necessary for the Fire 
Underwriters approval, they weren’t strong enough. 


Plastics are used for many parts of the Duart hair 

waving machine, produced in the plant of the 

Remler Co., Ltd. Progressive steps in the pro- 

duction of the large circular part appearing at the 

top of this photograph are shown in the series on 

the opposite page. (All photographs by courtesy 
of General Plastics, Inc.) 
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(1) The molder places the cast bronze connection 
rings inside a steel die in which the finished contact 
ring is molded. (2) The prepared molding com- 
pound is measured and poured into the die. (3) In 
the molding press, 163 tons of pressure combined 
with steam heat cause the molding compound to 
flow and become insolubly, infusibly set. (4) The 
contact ring is finished and ready for the final 
assembly. 


But the laboratory of one manufacturer developed a 
special plastic which withstood 840 pounds of pressure. 
Had it not been for this development the equipment 
could not have been manufactured. Through the 
alertness of a purchasing department searching for suit- 
able materials, the plastics market was rewarded. 

Now the purchasing department of a manufacturer 
and this is true also of the design and engineering 
staffs—should be familiar in general with the better- 
known plastics. 

The major groups and their general uses are: 

(1) The phenol-formaldehyde group, the most 
prominent trade names in this group being Bakelite 
and Durez. Materials are formed under heat and 
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pressure in hardened tool steel dies and are su 
for industrial applications, housings, and struc 
parts. They may be secured in many dive 
forms, with varied fillers for definite application 

The list of special materials would run into hu 
of physically different compounds, a variety and 
that the busy buyer could hardly be expected t: 
or keep pace with. Table I summarizes some 
more common problenis, the uses of the molded | 
and the properties required. Each of the entries 
‘Materials Recommended” represents a distinct 
pound possessing the properties required for that 
ticular application. 

The great bulk of phenolic moldings are in blac 
brown, although deep colors and pastels are suj 
for applications where the moldings are not e» 
to direct sunlight over long periods. Generally 
ing, all phenolic materials are resistant to 
moisture conditions, and are unaffected by mild 
and alkalies, temperatures up to 400°F, and com: 
used voltages and electrical frequencies. The sta 
properties of these materials are shown in Ta 
All of them have a particularly lustrous surfa 











USES 
High impact Machine housings, telephone 
parts; valve covers; trays, 
toaster bases, mechanical 


parts 
Water, acid, al- Toilet float and valve parts, 
kali resist hydrometer floats, scale 
plates, jars, chemical equip- 

ment 
Heat Resistance Iron handles, heater plugs and 


parts, oven and utensil han- 


Hi gh 


dles, special electrical parts 


Dielectric Automotive, marine and other 





Resistance to shock or impact Medium impact (.28 FP ASTM) 
Ability to buff back to normal Higher impact (.49 FP ASTM 
luster after machining opera Extreme impact (.70 FP ASTM 
tion 

Low water absorption, non Water and heat resistant. 
bleeding; resistant to acids, Moisture resistant, glossy. 
alkalies, solvents; machin Acid-, moisture- and wear-resist 
ability without loss of proper ant 
ties 

High heat resistance with Heat resistance 450 
smooth lustrous finish. Low Heat resistance 440 


TABLE I 





PROPERTIES REQUIRED MATERIALS RECOMMENDED 


moisture absorption rate 








High dielectric breakdown and Dielectric fatigue resistant. 
Strength ignition parts. Special elec- dielectric fatigue. Also mois Same, plus heat and moisture 
trical parts ture resistance resistance 
Highest dielectric breakdown 
Non-bleeding Buttons, buckles, solvent re- Resistance to etching and pig Low shrinkage, non-bleeding 
sisting trays and equipment ment-bleeding from contact High gloss, non-bleeding. 
Liquor and other closures with solvents 
Special Property Car-door, bumper shoes, tele- Ability to machine and buff Friction and impact resistant 
phone parts, chair arms, resistance to frictional wear For machining operations. 
typewriter space bars. and impact; self-lubricating Flexible setup. 
for mechanical parts; flexibl 
setup around inserts. 
duced automatically by the highly polished molds, and, In manufacturing or molding, the ureas are handled 


unlike coated materials, they cannot be chipped 
damaged by normal abrasion or handling. 


or in much the same manner as the phenolic materials and 
have found acceptance in light-colored fittings, dome 


(2) Another group of plastics in wide use are the light lenses, etc. As a rule these materials are not 
urea molding materials. With these the clear, trans- made in a wide variety of special types as are the 
lucent and sun-fast color is the outstanding feature. phenolics, and thus they do not encounter as many 
Colors from black to pure white can be obtained from special conditions as do the industrially popular phe 
urea compound manufacturers, although the pastel nolics. Table III lists the properties of the urea group 
colors are the most widely used. Quite a bit higher Better known manufacturers of these materials sell 
in cost than phenolics, the ureas are used largely for under the trade names of Plaskon and Beetle. 
decorative and novelty work, and of late they have (3) Thermoplastics: These materials are really 


won popularity for housings of household machines. 


Continued on page 45 





TABLE II 


MECHANICAL AND ELECTRICAL PROPERTIES 
OF STANDARD PHENOLIC COMPOUNDS 


MOLDED 


TEST WOOD FLOUR 

Tensile strength 4 500 to 6,000 pounds per sq. inch 

Compressive strength 25,000 to 36,000 pounds per sq 
inch 

Transverse strength 10,000 to 15,000 pounds per sq 
inch 

Hardness (metal scale) 70 to 110 Shore soft 

Coefficient of expansion 0.00003 inch per deg. C 

Specific gravity 1.35 

Weight per cubic inch 0.78 ounce 

Dielectric strength 250 to 700 volts per mil. 

Dielectric constant 4.5 to 7.5 

Volume resistivity 3 X 10'° ohms per cm? at 20 
deg. C. 

Power Factor 1 percent to 6 percent at 10° 


cycles per second 








TABLE IIl 


PROPERTIES OF UREAS 


Specific Gravity 1.48 
Modulus of Rupture 0,000 to 14,000 Ibs. per sq. in 
Compressive Strengt] 25,000 to 30,000 Ibs. per sq. in 
Tensile Strength 4,000 to 6,000 Ibs. per sq. in 
Impact Strength 
» in. bar (Sharpe 0.7 to 1.2 ft. lbs 
Dielectric Constant 
25°C 5 to 6 
Puncture Voltags 00 to 400 volts per mil 
Power Factor R. | l to 3 percent 
Hardness Mineral Scale 3.0 to 3.5 
Hardness Scleroscops R0 to 95 
Resistance to Solvents Unaffected by alcohol, acetone, 
oils, gasoline or other com- 
mon organic solvents. 
Water Absorption 
20° C; 1/sin. section 012 to .120 grams per sq. in. in 
24 hours. 
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SILHOUETTE STUDIES 
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foes ALLEN HAS TWO absorb- 
ing interests in life—purchas- 
ing and military service. And 
while he has succeeded in compiling 
rather an impressive record in both 
fields, it has been more or less 
continuously a major problem, as 
long as he can remember, to rec- 
oncile the two. Enlisted in the 
California National Guard at the 
age of fifteen, his business career 
in the purchasing department of 
the old San Francisco-Oakland Ter- 


minal Railways was interrupted 
almost at the outset by active 
service in the Mexican Border 


campaign. Only a few years later 
he was again on leave of absence, 
this time as a _nineteen-year-old 
First Lieutenant commanding a 
company from Cleveland, 
attached to the 157th Division of 
the French Army on the Western 
Front. 


negro 


That leave was extended when 
he decided to continue for a while 
after the war with a commission 
But in 1921 
the company asked him to make 
up his mind one way or another, 
for they were still holding open his 
place in the organization. 


in the U. S. regulars. 


Being 
a practical sort of person, with a 
wholesome respect for a job, he 
went back to the utility, presently 
advancing to the position of General 
Storekeeper and a place on the 
Board of Directors. Meanwhile, 
however, he had reorganized Com- 


pany C of the 159th Infantry, 
which, like all National Guard 


units, had been mustered out at 
the close of the War. From com- 
pany commander, he rose rapidly 
to the rank of Colonel, and in the 
general strike of 1934 he served as 
Chief of Staff for the seven thousand 
troops who exercised martial law 
in San Francisco for twenty-one 
days. 

Two years ago, he was one of a 
hundred eighteen candidates in a 
competitive civil service exami- 
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nation for the position of Purchasing 
Agent and Manager of Stores for 
Los Angeles County. The military 
angle entered into that situation, 
too. It is doubtful whether the 
much sought appointment would 
have seemed at all attractive to 
Allen if it had meant relinquishing 
his activities in the National Guard. 
But by coincidence, at the same 
time that the purchasing vacancy 
developed, there was also a vacancy 
in the command of the 160th In- 
fantry—‘‘Los Angeles’ Own’’—for 
which he was eligible by seniority 
right. When Allen topped the civil 
service list and came to take charge 
of buying for the County, he also 
stepped into the coloneley of that 
regiment. It has been a 
happy solution, all around. 


very 
. 


HE INTEREST IN MILITARY affairs 
pee a natural heritage. Wayne's 
grandfather was a National Com- 
mander of the Grand Army of the 
Republic, and the family has an 
honorable record in the 
National Guard of Illinois, Indiana 
and Colorado, to which his own 


service 


experience in California is a logical 
sequel. He was encouraged to 
identify himself with the National 
Guard at an early age, and has 
taken every opportunity to supple- 
ment natural interest and aptitude 
by extra study and training. 
Though no academic degrees are 
appended to his name, he has been 
assiduous in accumulating a special 
schooling in military affairs. In 
the early days of the World War 
he attended the School of Fire at 
Fort Sill, Oklahoma. During his 
term as a regular army officer, he 
broadened his by a 
varied service which included de- 


experience 


tails at Pittsburgh, Columbus Bar- . 


racks, the and Fort 
Niagara. On two occasions he 
has spent his time in 
strenuous training at the Infantry 
School at Fort Benning, Georgia, 


Presidio, 


vacation 


Wayne Russell Allen 


and in 1933 attended the Comn 
and General Staff College at 
Leavenworth, Kansas. 

This thoroughness of preparati 
has been recognized in the high 
Army circles. Just about a 
ago he was offered a detail to 
General Staff of the United Stat 
Army at Washington. It 
flattering and tempting opportu 
close to the top of the ladder. Bu 
it was one case where the two ca! 
could no longer go on simulta 
ously. Again it was 
of definite choice, one way 
another. He felt a_ personal 
sponsibility to the county 
which he had but recently accept 
and where his work was begi 
to show real results. With 
sincere regret, Col. Allen dé 
the staff detail. 


ym ALLENS CAME TO Calit 
from Colorado, when \ 
was a youngster about six yé« 


age. While attending public 
high school in San Francis: 


a mat 


worked up a newspaper route 
presently 
sizable 


developed into a 
agency under the 
aggressive management. [1 
when he was through with 
school and took a job as st 
rapher in the purchasing d: 
ment of the transit compa! 
was at an actual financial sa 
compared to his 
time earnings. 


previous 


However, he did not stay 
long in the stenographic bra: 
He went on to become Assista 
Purchasing Agent and _ the: 
over complete charge of the 
work. It was in the latter fiel 
definitely tied in with purcha 
in that organization—that he 
the most congenial and effe 
outlet for his particular busi 
talents. He learned to know 
terials by following them int 
using departments and talking 
foremen and operators about 


Pa 








application and performance. He 
developed a strong personal in- 
terest in maintenance and reclama- 
tion, managed the shops and garages 
of the company, and built up a 
stores policy that regarded ma- 
terials not as so many items on the 
shelves and in the bins, but in 
terms of the practical requirement 
and how best to meet that need. 

Translated into purchasing, this 
approach helped to make possible 
a far-sighted and highly effective 
program. Under such a plan, the 
routine mechanics of buying be- 
came distinctly a secondary con- 
sideration. Purchases and stores 
direction were truly executive func- 
tions, both in respect to the depart- 
ment itself and in the general scheme 
of company management. His 
election to the directorate is evi- 
dence of this fact. 


N TAKING OVER THE responsi- 

bilities of governmental pur- 
chasing, he has applied the same 
principles. Formerly the county 
department handled all buying on 
a spot basis, after the receipt of 
the requisition. It required an 
average of thirty-eight days from 
the time the requisition was made 
out to the delivery of needed ma- 
terials. Allen decided to change 
that situation, by applying the 
rule of reason rather than the rule 
of precedent. It has required some 
reorganization, a good deal of educa- 
tional work, and the revision of 
some of the statutes governing de- 
partmental procedure. But it has 
brought results. 

The purchasing system that is 
now in effect is modeled closely 
after the system used in private 
enterprise. There is slightly more 
office record maintained, covering 
the purchase transactions, for the 
reason that a public record must 
be unchallengable in every detail. 
Otherwise, it is practically the 
utility system applied to the needs 
of the county. 

He has also brought with him his 
old habit of keeping in close con- 
tact with the department heads 
for whom he is buying. He spends 
a considerable share of his time 
keeping in touch with the super- 
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intendents of the county institu 
tions, the hospital staffs, the school 
principals, the foremen of the 
operating and maintenance crews. 
He is personally familiar with every 
phase of the 
and every station for which supplies 
are purchased. That doesn’t leave 
much time for interviewing sales- 
men, but that is not a matter of 
great concern to this buyer, for 
he takes issue with the majority 
of purchasing men on this point. 
Quite frankly, he is interested in 
the materials to be furnished rather 
than in the personality of the sales 
representative, and beyond making 
sure that a courteous reception is 
accorded by the members of his 
buying staff he doesn’t care par- 
ticularly about his own personal 
contacts with the vendors. 

This policy has earned for him 
the reputation of being a pretty 
hard-boiled customer, but the men 
for whom he buys and the citizenry 
whose money he spends are very 
enthusiastic about his accomplish- 
ments and the way in which he has 
put the budget to work in the serv- 
ice of the county. 
credence in some very persistent 
recent newspaper reports, the job 
may develop into a more compre- 
hensive assignment as a sort of 
administrative officer for county 
business affairs. Allen has almost 
achieved that result through the 
medium of the purchasing de 
partment alone. 


county’s activities 


If we may put 


—. SOCIAL AND coopera 
tive by nature, an active and 
interested member of the American 
Legion and of fraternal organiza- 
tions, Allen began to take part in 
the work of the Purchasing Agents 
Association at an early stage of his 
As Vice President 
of the Northern California Asso- 
ciation in 1931 and 1933, he was in 
charge of the activities of the East 
Bay Group, comprising the pur- 


buying career. 


chasing men of Oakland and vi- 
cinity. In 1934 he was elected 
to the presidency of the Northern 
California Association, and _ this 
was followed by a term as national 
director. At the New Orleans con- 


vention of 1936, he was chosen 


National 
Association, for District No. 1. 


vice president of the 


It was shortly after he took this 
office that he moved to Los Angeles. 
As C. 
then serving as national president, 


A. Kelley of Riverside was 


and as the association policy does 
not permit two members of the same 
local group to be on the national 
board at the same time, Allen re- 
tained his membership in the San 
Francisco group over the balance 
of the year. Since then, however, 
he has officially identified himself 
with the Los Angeles Association 
and was promptly drafted for service 
as a director of that association, 
where his experience and ability 
have contributed no small share to 
its successful program. 

Meanwhile he has contributed to 
the general store of purchasing 
knowledge as the author of a num- 
ber of excellent articles on purchas- 
ing and stores methods and organi- 
zation, which have appeared in 
journals. The 
dual nature of his interests is again 


leading business 
evidenced in his writing, for he 
has also published fiction based on 
his military experiences and served 
for thirteen years as editor of the 
California Guardsman, a monthly 
magazine devoted to the interests 
of the National Guard in his state. 


MAN’S MAN, HE _ LIKES. the 
A vigorous exercise of swimming 
and riding. He owns two horses, 
and gives one of them a brisk work- 
out every morning. As a golfer, he 
confines his playing to Purchasing 
Agents Association tournaments and 
always finishes with the highest 
score. Among indoor sports, he 
lays no claim to special skill at 
finesse or end play, but he is a boon 
companion and redoubtable op- 
ponent at the poker table, and 
enjoys the game in fullest measure. 

Wayne Allen is still 
months shy of his fortieth birthday. 
If it is true that “life begins at 


several 


forty,’ we may look forward to 
some rather extraordinary accom- 
plishments from this strapping fel- 
low with the clear blue eyes. As 
a man, and as a business man, he 
is running far ahead of schedule. 
-S. F. H. 
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eCireus Selling” in 
the Welder Field 


Some warning signals which the 
buyer will do well to observe 


K. L. HANSEN 


Consulting Engineer 
Harnischfeger Corporation 
Milwaukee 


AS MORE AND MORE MEN in the 
purchasing field today are find- 
ing themselves confronted with the 
problem of selecting welding equip- 
ment, I believe it altogether timely 
to present a few pointers from one 
who has been on the other side of 
the fence for a long time and has 
had an opportunity to learn some of 
the tricks of the trade. 

If I were confronted with the 
problem of selecting welding equip- 
ment, there are some types of selling 
that I would be on the lookout for 
and investigate critically before 
signing on the dotted line. 


Inference 


Many a buyer of welding equip- 
ment has discovered to his chagrin 
some time after purchase was made 
that he had been too ready to draw 
inferences from incomplete state- 
ments made by salesmen or adver- 
tising literature. For example, we 
often hear the assertions made that 
a certain welding machine deposits 
more pounds of metal per kw. hour; 
lays down more feet of weld per 
hour; has a steadier arc, etc. More 
pounds per kw. hour than what? 
The statement does not say—it is 
simply left to inference that this 
particular machine deposits more 
than other machines. If put on the 
spot, there is nothing to which the 
maker of this equipment can be 
pinned down. He can easily reply 
that it just means more pounds per 
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kw. hour than his old models could 
deposit, or answer in some other 
equally evasive manner. Every 
customer is entitled to explicit state- 
ments backed by bonafide guaran- 
tees, and should never be expected 
to accept vague implications. 


Assertion 


Assertions are more easily made 
than substantiated, as we all know. 
For instance, about two and a half 
years ago, when the wave of A.C. 
welding propaganda was at its 
crest, or somewhat past its crest, 
a paper was presented at several 
welding conferences in which the 
writer enumerated twelve benefits 
of A.C. welding, including no mag- 
netic blow, lack of slag inclusions, 
lack of porosity, good penetration, 
etc. 


Better Than What? 


This list borders on the inference 
type, but the implications in it are 
so definite as to make it come under 
the assertive type. For instance, if 
lack of porosity is a peculiar char- 
acteristic of A.C. welding, the only 
possible inference is that porosity is 
a general characteristic of D.C. weld- 
ing; likewise, if good penetration is 
characteristic of A.C., it is evidently 
contrasted to the alleged poor pene- 
tration of D.C. welding, and so on. 
It is obvious that if a fraction of 
the assertions made in this paper 
were true, D.C. welding would be 





well on the way to becoming extinct 
whereas the fact is that D.C. weld 
ing has more than held its own sin¢ 
this paper was published. 

When sales arguments are | 
on assertions but short on substa 
tiation, don’t hesitate to follow th 
example of the smart buyer and as} 
for evidence—and if necessary, stil 
more evidence. 


Inconsistencies 


In the eagerness to gain a point 
arguments are sometimes stretche 
so far that they mutually destroy 
each other. For example, a mai 
had been hauled into court on the 
complaint of a neighbor to the effect 
that this man had borrowed a jus 
from him and it had been broke 
when it was returned. The de 
fendant’s lawyer first proved coi 
clusively that the jug was brok« 
when his client borrowed it; se 
ondly, that it was absolutely whol 
and okay when he returned it; and 
finally, to make an absolutely clea 
case of it, the lawyer proved just as 
conclusively that his client had 
never borrowed the jug at all! 


What Is Real Evidence? 


Some years ago an announcement 
was made of a new welder in which 
the idling losses were claimed to be 
so small that they hadn’t even been 
found. When I visited the Metals 
Exposition in Buffalo some time 
after this announcement had bee! 
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made, I saw one of these models on 
exhibition. 

Along with this machine was ex- 
hibited a rather elaborate arrange- 
ment including a lever-arm, etc. 
This lever held a hook upon the end 
of which the operator was supposed 
to hang his electrode holder when- 
ever he stopped welding. The 
weight of the holder and cable would 
cause the lever to rotate slightly and 
interrupt the circuit to the A.C. 
motor and thus shut the motor 
down. 

I asked the salesman in attend- 
ance at the booth what the object 
of this arrangement was. He stated 
the purpose was to shut the ma- 
chine down whenever the operator 
stopped welding—to save power. 
“Well,” I said, “‘but you state in 
your advertising that the idling 
losses in your machine are so small 
that they can never be found. So 
why rig up all this paraphernalia 
to get rid of the losses that don’t 
even exist?”’ His answer was not 
very illuminating. 

Inconsistent types of selling are 
not indigenous to the welding field. 
But on the other hand, because the 
welding field is comparatively new 
and there is still much to be done in 
the way of development in it, in- 
consistent selling is very common, 
as purchasing agents who deal with 
welders know very well. 


Alibi Selling 


I am reminded of the story about 
the fox and the grapes whenever I 
see certain manufacturers alibi for 
their use of unnecessary auxiliary 
equipment which some engineers 
lack the originality and ingenuity to 
eliminate. 

Take this matter of a separate 
exciter on an arc welder. Experience 
has shown that it is nothing but a 
nuisance and source of trouble. Yet 
manufacturers who have not ad- 
vanced far enough in design to elimi- 
nate this excess piece of baggage 
assert that it is absolutely necessary 
to obtain a steady welding current 
Oscil- 
lographs show that there is not the 
slightest ground for this assertion 
that some 


and quick voltage recovery. 


self-excited machines 


have a faster voltage recovery than 
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any separately excited arc welder 
now on the market. 

The history of the separate sta 
bilizer is another case in point 
When the first welder without a sta 
bilizer was introduced some twelve 
years ago, the hue and cry immedi 
ately went up that a welder without 
a separate stabilizer could never be 
made to function satisfactorily. But 
how these self-same critics changed 
their tunes, when they, after a 
fashion, succeeded in producing a 
Then 
it represented ‘‘a remarkable for- 
ward step and a real contribution 
to the art and science of welder de 


machine without a stabilizer 


sign.” 

In short, alibis have a habit of 
producing headaches to both the 
buyer and the manufacturer in di- 
rect proportion to the amount they 
are used and believed. 


Trick Tests 


We all know that in truth the 
hand is not quicker than the eye, 
and that magicians constantly base 
their success on this fact. Magicians 
divert the attention of their audience 
by pointing in a certain direction 
the intelligent mind immediately 
following the suggestion and looking 
at the spot toward which he is point 
ing. The child or moron, on the 
other hand, keeps his attention fo 
cused on the magician’s hands. 

This trick is used tremendously in 
selling. For example, a salesman 
will suggest to a customer that he 
make tests on several makes of weld 
ing machines. Knowing something 
of the characteristics of the different 
machines, he may propose to the 
customer to set each machine at a 
maximum current setting and the: 
see which one will melt down a large 
sized rod in the least time. This 
test doesn’t mean a thing so far as 
the operation of the machine over 
its normal operating range is con- 
cerned, and yet I have seen machines 
sold on the basis of sucha test. The 
salesman diverts his prospect's at- 
tention from the points in question 
and proves something that is en 
tirely irrelevant. 

Another example is used with a 
certain make of arc welder whose 


distinguishing characteristic is a 


steep volt ampere curve; that is, 
for a slow varying external resist- 
ance, a given variation of voltage 
is accompanied by relatively small 
When the 


arc length is varied over a narrow 


variations in current. 


range with this machine, the average 
current is small. Experience has 
shown it to be a rather undesirable 
characteristic, as an appreciable in- 
crease in current with a decrease in 
With a 
well damped ammeter which is en- 


are length is preferable. 


tirely too slow to follow the rapid 
fluctuation of the arc in the circuit 
This test 
means nothing, but is often used to 


the needle hardly moves. 


demonstrate the steadiness of the 
are current. 

There are some tests that must be 
classed as trick tests, which still will 
give some indication in regard to 
machine characteristics, especially 
those pertaining to are stability, but 
it is very essential to discriminate 
between the useful and the useless 
ones. 

So far I dwelt on the 


‘‘don’t’s’”’ which I would observe if I 


have 


were buying welding equipment. 
Time and space do not permit me to 
enter into a discussion of the ‘“‘do’s’’ 
but if these ‘“‘don’t’s’’ are observed, 
the ‘‘do’s’’ will follow as a logical 


sequence. 


E. VAN VECHTEN, 
Agent for United Air Lines, Chicago, 


Purchasing 


has been named chairman of the 
newly organized purchasing agents 
committee of the Air Transport 
Association of America. The first 
meeting of the group was held last 
month in connection with the main- 
tenance conference of the Associ- 
ation. 


I. S. GHARKEY is one of eight 
officials of the Goodyear Tire & 
Rubber Co. who 


Sweden in 


have gone to 
connection with the 
building of the company’s new plant 
at Stockholm. Mr. Gharkey will 
serve as purchasing agent in the 
Stockholm organization. 


J. C. WALKER has been appointed 
purchasing agent for Turco Prod- 


ucts, Inc., Los Angeles. 
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The P. A. Issues a Specification 


‘Now it’s perfectly understood, my good fellow, that I’m having guests for lunch, 
and you're to have me back here by 11:45 with not less than six edible fish, 


weighing nol less than two pounds per fish.” 
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ONE-TIME CARBON 


NE-TIME CARBON PAPER is a relatively new 
O item in the field of office supplies. Because of the 
rapid development that is characteristic of any new prod- 
uct, and because of its steadily increasing use in many 
types of multiple forms and in connection with mechani- 
cal office equipment, a consideration of this material is 
both timely and important. This article is based on in- 
formation furnished by the Bonnar-Vawter Fanform 
Company of Clevelarid, an organization which repre- 
sents the buyer’s viewpoint in that it is neither a manu- 
facturer nor, strictly speaking, a seller of one-time car- 
bon paper, but a very large user with varied require- 
ments and a vital concern in securing the best proper- 
ties for application in its line of ready-to-write forms. 
The illustrations are also by courtesy of that company. 

Basically, one-time carbon consists of a tissue sheet 
carrying a waxy carbon coating that must be quickly 
and evenly released when the paper is used for its du- 
plicating purpose. A satisfactory product requires bal- 
ance of the three elements—foundation tissue, coating 
material, and coating method. Deficiencies in any one 
of these elements cannot be offset by variations in the 
other two with the expectation of getting good results. 
All three factors must be considered throughout. 

The foundation tissue should be as light as is consist- 
ent with the service required, in order that there may 
be as little bulk as possible, particularly since this prod- 
uct is frequently used on multiple forms where several 
thicknesses must be used. It must have resiliency, 
strength, and freedom from pinholes and irregularities, 
besides the property of retaining the carbon coating 
until released. A satisfactory tissue is made of kraft 


PAPER 


paper, which possesses extreme strength even in the 
standard weight of less than two and a half pounds per 
1,000 sheets, letter size, or less than one-quarter the 
weight of the paper ordinarily used for letterhead pur- 
poses. 

The coating consists essentially of carbon black, a 
wax vehicle to carry the color and permit its transfer to 
the carbon copy, and toning dyes to improve the black- 
ness of the copies. 




























Various uses of carbon paper require its adaptation to 

three distinct writing methods, each having a distinct 

motion and effect: the hammer blow, as delivered by an 

ordinary typewriter key; the sliding motion of pencil 

writing; and the push or squeeze of adding machines 
and other mechanical accounting devices. 
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The wax vehicle is especially important because it ca 
be varied to secure the varying degrees of hardness 
softness in the resulting impression, and particular! 
in adapting the carbon paper to the three distinct 
characteristic writing motions encountered in the us: 
carbons. These motions are graphically illustrat 
here by photographs showing a comparable motio 
exemplified in other fields. 

The hammer and anvil represents the action of 
ordinary correspondence type typewriter, with unit ke 
action. This is probably the most commonly 
process in making carbon copies. Each individual 
letter and figure swings against the paper, delivering a 
sharp blow and imprinting its own impression, one at a 
time. 

This is in decided contrast with the sliding motion o! 
writing with a pencil, which is dramatized in the figur: 
of the hockey player gliding across the ice. The prin 
cipal ingredient of a pencil lead is graphite. This sub 
stance is selected not for its blackness—for there ar 
blacker materials available—but because graphite is a 
excellent lubricant. The occasional particle of free cai 
bon that occurs in a pencil ‘“‘lead’”’ generally digs up th: 
surface of the paper and brings the writing to a scratchy 
stop. The smooth sliding movement is essential to 
pencil writing, and in producing a carbon copy by thi 
means the action is similar to burnishing the carbo 
coating. It is obvious that somewhat different prop 
erties are required in a coating to give good results 
this method, as compared with the preceding exampl 

The third action is illustrated by the pushing motio! 
of the “‘bulldozer.’’ In adding machines, a complete rov 
of characters is thrown into position and the impressio: 
is made simultaneously when the crank handle is pulled 
The type face is only a fraction of an inch from th 


PAGE 2 








ww 


* * 


paper; there is no long swinging arc of the type bar to 
develop momentum as in an ordinary typewriter ac- 
tion. The complete line is impressed upon the paper by 
a push or squeeze. A similar condition is met in the use 
of many bookkeeping, posting and tabulating machines, 
and check writers. 

A number of different waxes are used to give these 
variations in writing results. The principal material 
of this type employed is refined Carnauba wax. This 
exudation from the leaves of the Brazilian palm tree is 
extensively used to provide the resistance to scuffing in 
floor finishes and the resistance to the attacks of the 
elements in automobile polishes. The same qualities, 
and a high (185° F) melting point, are exceedingly ef- 
fective in producing clean carbon copies that are resist- 
ant to rubbing. 

The dye most commonly uscd is an oil-soluble iron 
blue. By using a dye which is incorporated in the 
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The illustrations on this and the opposite page show the 
actual impressions obtained with soft and hard carbon 
paper, together with an enlargement to 30 diameters. 


waxes, a better concentration of color is developed then 
if the naturally transparent waxes alone were used to 
suspend the carbon particles. A small quantity is suf- 
ficient to dye the waxes and oils in the coating. Its 
color effect is to help absorb red and yellow light rays, 
resulting in a truer black color than carbon black alone 
would give, since the quality of blackness lies in the 
ability to absorb all light, and carbon black is not alto- 
gether satisfactory in this respect. 

Ordinarily the purplish blue color of the dye is not 
apparent in the carbon paper, but sometimes the im- 
proper storing of supplies—particularly exposure to 
heat—softens the waxes and the toning dye is carried 
into the paper, staining the forms purple. This un- 
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fortunate result can be avoided by the exercise of com- 
mon care in the storage of forms in which the carbon 
paper has been bound or inserted. 

Legibility is of course the prime requisite of a carbon 
impression. The characteristic brilliant black appear- 
ance of copies made with a soft carbon paper, as con- 
trasted with the grayish appearance of hard carbon 
copies, has sometimes led to a false notion that the latter 
are deficient in color strength and are therefore in- 
herently less legible. Actually this is not the case, for 
the difference lies simply in the fact that less of the car- 
bon ink (of equal color strength) is transferred to the 
copy paper when a hard carbon paper is used. The 
superior resistance to smudging in the latter case may 
result in greater legibility over a period of time if the 
forms are subject to any considerable handling. 

The illustrations on pages 22 and 23 show a compari- 
son of the normal impression of soft and hard carbon 
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papers, in actual size, and with a macrograph of 


same copy enlarged thirty times. The two impressi 


are comparable in every respect, each being the th 


part of a five-part set, made on the same thirteen-pou 
paper, and typed on an electric typewriter so as to 


cure the same strength of impression. The figure 
was made using a soft carbon, and the figure ‘2 


made with hard carbon. In spite of the irregulari 


apparent in the enlargements, viewing them from a 
tance of fifteen or twenty feet will show them t 
clear in outline for practical purposes of legibility 


identical with the smaller, actual size, reproducti 


Both of these carbon impressions would be rega 


as satisfactory from the standpoint of legibility, and 


detail shown in the macrograph enlargements indi 
that softness or hardness, aside from the factor 
dividual preference, is a matter to be considered 


reference to other elements, particularly the surfac: 
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which the copy is to be subjected. 
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the paper stock which accepts the copy and the usage to 








‘NOW 1S THE TIME FOR ALL GOOD MEN TO 
COME TO THE AID OF THEIR COUNTRY. 


The ‘‘whiskery’’ appearance of the enlargements is 
primarily due to the roughness of the paper surface. 
Much greater definition would be secured in making 
copies on a smoother paper, but the paper would not re- 
tain the impression so well, and in the case of a highly 


coated paper the imprint could be completely removed 
by a slight rubbing with the finger. It is highly impor- 
tant to note that the smudging and consequent illegi- 


bility which occurs in any carbon copy when it is rubbed 
is less pronounced with hard carbon for the reason that 
there is less carbon on the surface of the paper, to be 
rubbed around, as well as by reason of the harder consis- 
tency and greater resistance of the waxy impression. 

This is further demonstrated in the illustrations on 
this page, which provide a comparison of results ob- 





tained from the use of soft, medium, and hard carbon 
paper, shown in that order, from top to bottom. These 
are double sized enlargements of the same sentence 
typed with different grades of black one-time carbon. 
In all cases, the typing was done under uniform typing 
tension on an electric writing machine. Each specimen 
is the third part of a five-part assembly, on thirteen- 
pound bond. 

To show the approximate amount of smudge to be ex- 
pected from these grades of carbon paper, the right hand 
half of each copy has been rubbed with a felt pad, two 
inches square, under a constant weight of one pound. 
The amount of smudge that can be tolerated in any 


particular case is of course dependent on individual con 
ditions. 





ss 


It should be remembered that all carbon 
copies will smudge to some extent with handling, and 


consideration of this factor is important when selecting 
carbon paper for any use. 


Double size specimen of soft carbon copy 
showing (at right) the effect of rubbing 


Comparable specimens of medium (above) 
and hard (below) carbon similarly treated 
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SUPERIOR DESIGN 


Your products travel safer—and reach the ultimate 


consumer in better condition in Gaylord Boxes 
—because they are made and designed for the 
products they carry. 

At Gaylord, the country’s top-ranking packaging 


No factor for increasing your packaging efficiency 
is left unprobed. 

From this special Gaylord packaging research 
come the superior designs which today safely 


deliver and help merchandise the products of 





experts check and recheck the spe- 
cial protection your products need 


GAYLORD BOXES, either cor- 


rugated or solid fibre, assure 


many of America’s leading manu- 


facturers. For you, too, we may 


... the hazards they face en route factory -perfect arrival through be able to save money or solve a 


and in storage . . . the merchandis- 





ing possibilities for your containers. 


the Gaylord “Extra Margin of 
Safety” built into every box. 


difficult shipping problem. Phone 





or. write today. No obligation. 





GAYLORD CONTAINER CORPORATION, General Offices: SAINT LOUIS 


There is a Gaylord plant or sales office in your territory 
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Among the Associations 


Convention Committee 


Preparations for the 1939 convention of the National 
Association of Purchasing Agents, to be held in San 
Francisco next May, are well under way with the selec- 
tion of the following members of the Northern Cali- 
fornia Association to head up the work: 

General Convention Chairman, Frank D. 
Standard Oil Co. of California. 

Vice Chairman, Oakley W. Dexter, Crown Zellerbach 
Corporation. 

Treasurer, Walter J. H. King, Wells Fargo Bank & 
Union Trust Co. 

Purchasing Agent, L. S. Jones, Columbia Steel Co. 

Secretary, Arthur W. Goodearl, E. A. Pierce & Co. 

Inform-a-Show, Robert M. Peck, Braun-Knecht- 
Heimann Co. 

Program, George W. Aljian, California & Hawaiian 
Sugar Refining Corp. 

Automobiles, Frank R. Lloyd, Key System, Ltd. 

Entertainment, H. L. Weber, Fibreboard Products, 
Inc. 

Golf, Jess Miller, Sherwin-Williams Co. 

Hotels, William C. Hubner, A. M. Castle & Co. 

Ladies Entertainment, A. R. Woodman, Nestle’s Milk 
Products, Inc. 

National Attendance, J. F. 
fornia. 

Plant Visitation, A. L. Wille, Moore Dry Dock Co. 

Publicity, Louis A. Colton, Zellerbach Paper Co. 

Reception, E. L. Stanley, Y. M. C. A. of San Fran- 
cisco. 

Refreshments, Jos. E. Primeau, Hotel St. Francis. 

Registration, Ralph N. Jacobson, Federated Metals 
Division, American Smelting & Refining Co. 

Service, C. W. Whitney, Purchasing Agents Associa- 
tion of Northern California. 

Transportation, Hobart W. Mears, Matson Naviga- 
tion Co. 

Wednesday, May 24, 1939, has been reserved as 
“Purchasing Agents Day’ at the Golden Gate Inter- 
national Exposition. 


Bryant, 


Mispley, State of Cali- 


JULY 9 


Tulsa—First annual golf tournament, purchasing 
agents vs. salesmen, sponsored by the Tulsa Associa- 
tion, at Indian Hills Country Club, won by the pur- 
chasing agents. A return match has been tentatively 
scheduled for October. 


JULY 11 


New Orleans— Dinner meeting of the New Orleans 
Association, at the St. Charles Hotel. Speaker: 
C. E. Badger, ‘‘Factors to be Considered in Air Condi- 
tioning.” 
Trail.”’ 


Motion picture, ‘Flying the Lindbergh 
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JULY 12 


Detroit—Golf tournament of the Detroit Associa- 
tion, at the Western Golf and Country Club. 


JULY 16 


Seattle—Annual family picnic of the Washington 
Association, at Nordine’s Grove, Lake Meridian. 


JULY 19 
St. Louis—Twentieth annual river outing of the St. 
Louis Association, on the Steamer President. B. J. 
Jostrand was chairman of the committee on arrange- 
ments. 


JULY 20 


Syracuse—Annual outing of the Syracuse & Central 
New York Association, at the Syracuse Yacht Club. 


JULY 21 


Cleveland—2I\st annual family picnic of the Cleve- 
land Association, at Nela Park. 


Monroe, Mich.—Twelfth annual frolic of the Toledo 
Association, at the Monroe Country Club. Golf 
tournament and buffet dinner. 


JULY 23 


Erie— Annual picnic of the Erie Association, at the 
country home of F. R. McCarthy, at Summit. 


Cincinnati—Annual stag picnic of the Cincinnati 
Association, at Pines Country Club. 


JULY 25 


Detroit—1S8th annual Moonlight Boat Ride of the 
Detroit Association, on the Steamer Put-In Bay. 
Music, contests, and dancing. 


San Francisco—Luncheon meeting of the Northern 
California Association, at the Palace Hotel. 


Houston— Dinner dance of the Houston Associa- 
tion, at San Jacinto Inn. 


JULY 27 


Buffalo—Sixth annual family picnic of the Buffalo 
Association, at the Meadowbrook Golf and Country 
Club. Golf, bridge, pedro, and dancing. Frank 
Meier of Remington Rand, Inc., was chairman of the 
committee on arrangements. 


JULY 31 


Vernalis, California—Family outing of the Northern 
California Association, at El Solyo Ranch. This 
visit came during peach picking time. 
the ranch house. 


Luncheon at 
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Crane No. 35 Brass Swing Check Valve. 

Regrinding type. Fully described on 

page 34 of your Crane No. 52 Catalog. 
Cross section shown below. 


REMOVABLE STOP PLUG— 
PROVIDES OPENING 
FOR REGRINDING TOOL 


j —HINGE PIN 


Pp Allllli 
Ha 


= DISC 


FOR INDUSTRIAL 
SERVICE 


Crane Swing Check Valves police your pi; 
— permitting flow in one direction only 
venting dangerous back flow... are ofte: 
most important valves in a piping system 
power lines or process lines—they co: 
cold water, hot water, steam or gas. Pipe 
policing is tough on check valves—th 
subject to a lot of abuse. And because se 
requirements differ in every application, s 
factory performance depends on your sele« 
of good check valves as well as valves of 
proper type. 

Crane makes Swing Checks for every t} 
service. Some have metal discs, others dis« 
leather. Some have outside levers and weig 
and still others, the foot valves, are specific 
for use on the suction line of pumps to do 
with hand priming. 

Or take the regrindable disc check. Her« 
valve with a swivel disc that may be qui 
ground while the valve is in the line—and 
no other tool than a screwdriver. On lic 
lines they assure constant, tight seating 
no danger from leakage. 

Every specific application requires a sp: 
check valve—one that is readily available i 
Crane line. The new Crane booklet “Chec! 
Up on Check Valves” contains valuable i: 
mation on the selection and applicatio 
checks for any service. A copy will be 
upon request. Be sure to consult the ¢ 
salesman on your check valve requirem« 
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VALVES °* FITTINGS © PIPE © PLUMBING *® HEATIN ° 


CRANE CO., GENERAL OFFICES: 836 S. MICHIGAN AVE 


NATION-WIDE SERVICE THROUGH 134 BRANCHES 
MORE THAN 500 WHOLESALERS 








THE MARKET PLACE 


A quick review of the market 





Supply 


BURLAP 


FPNHE STATISTICAL POSITION of burlap 
has materially improved over the 
past two months. Production at Cal- 
cutta has definitely passed its peak as 
additional converts have joined the 
curtailment pact, and heavier ship- 
ments have checked mounting stocks. 
June shipments to North American 
ports amounted to 78.4 million yards, 
more than double the low volume of 
April. U. S. stocks of 310 million 
yards, spot and afloat, are slightly less 
than a few months ago, but represent 
five months’ supply at current rates. 


COAL 


“VROM A RATE of 5,170,000 net tons 
per week at the end of June, output 
of bituminous coal expanded during 
July to approximately 5,800,000 tons 
per week at the close of the month. 
Output for the first seven months of 
the year is 31% under the 1937 figure. 
The reduction of consumers’ stock piles 
continued, and present supplies, down 
5 million tons over a four-month 
period, are estimated to be equivalent 
to 43 days’ requirements. It is pointed 
out, however, that should industrial 
consumption recover to the level of 
last January, this same tonnage would 
represent less than 30 days’ supply, 
bringing coal once more into a buying 
zone. 


COPPER 


rYVHE EFFECTS OF THE curtailment 

program instituted in second quar- 
ter operations here and abroad, became 
definitely apparent in the statistics for 
July 1, which showed U. S. surplus 
stocks of refined copper down 10,838 
tons in the month, to 358,971, this 
decline being partially offset by an 
increase of 5,177 tons in blister stocks. 
World stocks of refined copper were 
down 2,861 tons to 551,495, while 
blister stocks gained 1,280 tons in 
June. This showing was even more 
favorable in the light of strongly 
sustained demand from both domestic 
and export sources. 
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noting major developments in 


supply, demand and prices of 


selected basic commodities 


Demand 


U S. CONSUMPTION of burlap ad 
/* vanced 6% in June, to 50 million 
yards, the first rise recorded for any 
thirty-day period this year, but still 
some 30% below the corresponding 
figure for a year ago. A further mod 
erate improvement is in prospect for 
the second half year. Locally, demand 
is dull in terms of actual orders, but 
there are more evidences of interest on 
the part of buyers. 





i Ps RATE OF INDUSTRIAL consump 
tion is still low, so that July again 
witnessed a policy of working from 
stock piles, and purchases consequently 
running somewhat under immediate 
tonnage requirements. The present 
outlook is for increased consumption 
over the next several months, with a 
more active demand for fuel but with 
no tendency to build up greater re 
serves during the third quarter 


>> 





rPXHE BUYING MOVEMENT which got 
penta way in the closing days of 
June continued with only slight abate 
ment through the early weeks of July, 
and, spurred by successive price in 
creases, carried the month’s sales to 
122,810 tons, the best month since 
1936. In a period of approximately 
five weeks, sales were recorded equal 
to the tonnage of the previous seven 
months. The bulk of this metal was 
for delivery in September. Foreign 
demand was also impressive. 


Market 


esas GREW STEADILY stronger 
throughout July on favorable re- 
ports from the Calcutta markets, and 
this strength was reflected in firming 
domestic quotations despite a lack of 
any brisk trading interest. The net 
gain for the month amounted to 15 
points for most of the items on the 
list, with a range of 10 to 20 points 
upward for various constructions 
Quotations on forward positions ad 
vanced uniformly by 15 points 


yes BITUMINOUS PRICE structure was 
nominally unchanged during July 
Progress is reported on the determina 
tion of new minimum prices, average 
osts having been set for Marketing 
Area No. 1, the principal producing 
region. The more difficult steps of 
lassifying coals and coordinating prices 
among the districts and marketing 
areas still remain to be accomplished 
Based on the experience of 1937, and 
the added caution that may be expected 
in these procedures today, there is 
little likelihood of an early completion 
of the task. Wholesale prices on pre 
pared sizes of anthracite advanced 15 
» 35 cents per ton in July and held at 
the higher level. A second advance 
of similar magnitude became effective 
August Ist 


( N JULY 1, the price of copper had 
) just been lifted to 9'/. cents. It 
was advanced to 9°/, cents on the 5th 
of the month, to 97/,; cents on the 
22nd, to 10 cents on the 25th, and to 
10'/s cents on the 29th. Fabricated 


products and scrap prices were propor 
tionately advanced. Although this 
movement is attributed in part to the 
buoyancy of the stock market and an 
exceptionally strong foreign demand 
which carried the export price up to 
10.45, the higher schedules seem to be 
well supported by a broadening con- 
sumption requirement as the rate of 
use increases 


PURCHASING 


Supply 


COTTON 


rPXHE JULY GOVERNMENT estimate of 
cotton acreage showed less than 27 
million acres under cultivation, 22% 
off from last year’s total and repre- 
senting the smallest planting since 
1900. On the basis of prospective 
yield and a 10-year average of crop 
abandonment, this would indicate a 
crop of only slightly above ten million 
bales, well below the spring estimates. 
Weather conditions are improving 
after an unfavorable early season. 


IRON and STEEL 


\TEEL INGOT PRODUCTION in June, 
S averaging 28.46%, was the lowest 
month of the year, but after the holli- 
day lull in the first week of July, im- 
provement was rapid, carrying activity 
up to 37%, a new high for the year and 
the best rate since early November. 
Going into August, there was a further 
advance to 39.8%. The gain was 
fairly generally distributed among the 
various producing districts, and a con- 
tinuing improvement is anticipated, 
though probably at a more moderate 
rate, since production has been partly 
for semi-finished items without a cor- 
responding increase in actual orders 
for finished steel. 


mY 
LUMBER 


UTPUT OF LUMBER REACHED a new 

high level for 1938 during July, 
at 60% of the 1929 weekly average. 
Shipments were also at a high rate, 
reaching 64%. While a part of this 
activity may be due to fear of labor 
troubles after September 30th, it has 
primarily reflected a real and well 
sustained demand. 


NAVAL STORES 


YTOCKS OF NAVAL STORES are ac- 
S cumulating at the southern mar- 
kets as receipts continue and trade goes 
on in a spotty and desultory fashion. 
Supplies of rosin at Savannah and Jack- 
sonville were up 20'!/.2% during the 
month, to 357,506 barrels; and turpen- 
tine stocks increased 18'/,%, to 73,- 
667 barrels. Offsetting this situation 
to some extent is the fact that in- 
ventories of this material in the hands 
of consumers are relatively low. 
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Demand 


thee RATE OF COTTON consumption 
is increasing, but is still below the 
1937 level. Mills are well stocked with 
staple, holding about a seventy-days’ 
supply. Gray cloth sales are improv- 
ing, presumably to replenish inven- 
tories that had been abnormally low. 


\h 


M° ENCOURAGING FEATURE of 
I demand was the appearance of 
orders from the automobile industry. 
Specifications for the new, wider 1939 
models call for more steel than in the 
past year. Forward ordering in quan- 
tity, however, will of course be de- 
pendent on the volume of sales de- 
veloping from the new lines, as produc- 
tion is still in a highly tentative stage. 
Rail orders were in fair volume, and 
structural business is developing at a 
better rate than had been figured. 





N’” ORDERS FOR LUMBER were in 
excellent volume, drawing closer 
to the 1937 level in successive weeks 
and then drawing ahead to reach a 15- 
month high. The ratio of unfilled 
orders to gross stocks is the greatest 
since last September. 





EMAND FOR NAVAL STORES, both 

domestic and export, has been 
abnormally low with the exception of 
a brief period in the early part of the 
month when some interest in tank car 
sales of turpentine developed. Some 
days passed without a single transac- 
tion. Improvement in this field now 
depends entirely on a general industrial 
upturn in the fall. 


Market 


 ) comeamg LOWER CROP prospect 
price of cotton was off in Ju 
dropping below 8!/2 cents at mid-mon 
and closing the month only fractionally 
above that level after a tempora 
recovery to 8.72. Gray cloth an 
finished textiles were proportionally 
stronger, and registered gains of fr 
1/, to 3/, cents per yard during 
month without appreciably slowing 
the volume of demand 


HE NEW STEEL PRICE schedule 

now well accepted and established 
throughout the industry, jobbing pric« 
being adjusted to the new level, wit! 
quotations based on the nearest 
which can supply each product. With 
the new basing points, there is some di 
parity between districts, and in general 
it seems to be working to the benefit 
of the customer. There seems litt 
likelihood of a price advance, and tl! 
mills are looking to increased volun 
to improve their position. Scrap pric« 
were strong and advancing througho 
the month, registering an increas¢ 
$4.75 per ton to $15.50 for heavy m« 
ing steel at Pittsburgh. 


| Baananrcr PRICES SAGGED early in th 
month, then recovered to show 
net gain for July. Southern pin 

up from 19.24 to 19.61; oak floor: 
went from 69.00 to 72.00 at 
month, and then declined to end 
month at 70.00 for a net gain of 


an FLUCTUATED IRREGULARL\ 
within a narrow range, and we 
relatively strong considering the ab 
sence of demand. Turpentine regi 
tered a net advance of !/2-cent 
gallon for the month. Medium grad 
rosins were unchanged to 15 cent 

fine grades from 5 cents off to 15 cent 
up, low grades up 10 to 20 cents. The 
price firmness was regarded as a ré¢ 
flection of other commodity market 
rather than any independent strength 


Pac sE 2Y 








Supply 


PAPER 


gota PRODUCTION WAS SHARPLY up 

in July to the highest levels since 
September, 1937. Paperboard opera- 
tions were only slightly above the June 
figure. Newsprint production has been 
curtailed, tonnage for the first six 
months being 29!/.% below 1937 pro- 
duction. 


PETROLEUM 


YRUDE OIL PRODUCTION WAS kept 

A well under control during July, 
output at the end of the month showing 
a daily average flow of 3,316,400 bar- 
rels, or about 2'/2% below the Bureau 
of Mines recommendation. Gasoline 
in storage, however, mounted unex- 
pectedly and contrary to normal sea- 
sonal trends, to 76,864,000 barrels at 
the end of the month, or 9% above the 
corresponding figure for last year at 
this time. Crude oil stocks are mod- 
erate, but the run to stills is high 


RUBBER 


ULY STATISTICS REVEALED that 
J world stocks of rubber turned down- 
ward in May for the first decline in 
more than a year. With the 45% ex- 
port quota effective July lst, this may 
mark the definite reversal in the trend 
of stocks. There has not yet been any 
action as to fourth quarter quotas. 
Tire inventories were again reduced in 
June, and are now at the lowest point 
since September, 1936, with a reduc- 
tion of nearly 30% over the past year. 


TIN 


ULY DELIVERIES OF TIN to the U. S. 
J were off sharply to 3,775 tons. The 
total for the year to date—30,525 tons 
—is the smallest since 1934, and 38% 
behind last year. World supplies are 
still more than ample, and plans for a 
buffer pool of 10,000 to 15,000 tons 
are now definite, aiming at price sta- 
bilization at £200 to £230 per ton, well 
above the current level. 


ZINC 


YURPLUS STOCKS OF ZINC went to an 
© all-time high of 149,671 tons at 
the beginning of July despite the low- 
est monthly production in three and a 
half years. Ore production, recently 
curtailed, was again expanded under 
the stimulus of better price levels 
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Demand 


— DEMAND Is steadily in 

proving in a wide range of paper 
classifications, with no outstanding 
feature in any particular grade. Con 
sumer buying is not yet in comparable 
volume, but greater interest is being 
shown. Newsprint consumption is off 
about 12% from last year. Demand 
for pulp is light 





baie PRODUCTS WERE gene 
ally in good demand, with gasolin 
usage holding close to last year’s rat 
and bulk fuel oil unexpectedly activ: 


EMAND FOR RUBBER PRODUCTS 

broadening, and a more encourag 
ing interest is found not only in tir 
but in rubber footwear, industrial rub 
ber products, and numerous consuming 
lines. The record of the first half year 
is not impressive, tire production being 
scarcely more than half of what it was 
in 1937, but production has increased 
for three successive months and a con 
tinued improvement is in sight 


Wie TIN CONSUMPTION CONTINUES 


light, the decline being most pr 
nounced in the United States. Cor 
sumers generally stayed out of the mar 
ket as the price advanced in July, but 
the Navy Department resumed it 
weekly purchases of the metal 





— WAS DULL AND routin¢ 
throughout the month, brighten 
ing somewhat in the closing week 
Characteristically of this market, a r 
vival of buying interest found produc 
ers reluctant to sell and angling for 
another price increase. 


Market 


TT" JUNE REDUCTIONS on_ book, 
bond and ledger papers are now 
generally accepted, though manufac 
turers point out that the change is 
scarcely justified in the face of rising 
costs. Newsprint prices are generally 
firm, but with concessions in some 
quarters for the second half year 
Othe: July price changes: Manila 
wrapping, up; kraft liners and chemi- 
cal pulp, down; domestic new rags and 


flat waste papers, up 


i es PRICE STRUCTURE HAS been held 
fairly steady, though there has been 
shadingat various points intheschedule, 
both at retail and in the bulk markets 
Basic conditions are none too solid, and 
any sharp increase in production, lead 
ing to a break in crude prices, would 


precipitate general confusion 


R' BBER QUOTATIONS, WHICH had ad 
vanced more than 3 cents in June, 
went over 15 cents in the first week of 
July. With an active speculation in- 
‘st trading this commodity, prices 
fluctuated between 14%/, and 15! 
‘nts until the closing week, when an 
other spurt carried the spot price into 
new high ground at 16'/iscents. There 
was some factory interest in the outside 


rket around 15 cents 


§ vs rIN MARKET WAS A speculators’ 
market in July, responding sensi 
tively to stock market trends from day 

» day After an early setback to 
12.60, the movement was steadily up 
ward, reaching a new high for the year 
it 44'/, cents on the closing day of the 


nth 
TILT 


jYOLLOWING THE COURSE OF lead 
| prices rather than by virtue of any 
independent strength, and running 
ontrary to the foreign market trend, 
zinc prices went up to 4*/, cents in 
July and held firmly at that level on a 
minimum of tonnage sales. Ore was 


up 50 cents a ton to $29.50-—$30.50. 


PURCHASING 


Obituary 


ALBERT LocKwoop, 48, formerly 
purchasing agent and more recently 
works manager of the Luman Bear- 
ing Co., Buffalo, died at the Dea- 
coness Hospital, July Ist, following 
an operation. 


CHARLES T. Marsu, 62, General 
Purchasing Agent of the Gulf Oil 
Corp., died suddenly at his Pitts- 
burgh home, July 38rd, of a heart 
ailment. 


FRANK J. GILBERTSON, JR., 45, 
formerly purchasing agent and more 
recently managing executive of the 
F. G. Shattuck Co., New York 
City, succumbed to a heart attack 
while golfing at Spring Lake, N. J., 
July 4th. 


EpMUND Rick, 73, Purchasing 
Agent for the Boston & Albany Rail- 
road up to the time of his retirement 
from active service three years ago, 
died at his summer home in Scitu- 
ate, Mass., July 4th. 


WILLIAM ROECKNER, Assistant 
Purchasing Agent for the Egry 
Register Co., Dayton, died at St. 
Elizabeth Hospital in that city, 
July 16th, after a short illness. 


FRANCIS M. BARTOow, 69, retired 
purchasing agent for the United 
States Shipping Board, died at his 
home in Brooklyn, N. Y., July 17th. 


GEORGE J. BLack, General Pur- 
chasing Agent of the Standard Sani- 
tary Mfg. Co., Pittsburgh, and for 
many years an active member of 
the Pittsburgh Purchasing Agents 
Association, died July 18th. 


SAM HATFIELD, 49, former pur- 
chasing agent for the Macon (Ga.) 
Railway & Light Co., died at his 
home in Orlando, Fla., July 18th. 


RICHARD F. McLAUGHLIN, 51, 
Associate Director of Purchases for 
the TVA, died at the Benevolent 
Hospital, Decatur, Ala., July 2\st, 
as the result of injuries received in 
an automobile accident. 
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YOU CAN 
DEPEND ON 


ESLEECK 
Wild 
DEDERS 








ESLEECK MANUFACTURING COMPANY 


| 
| TURNERS FALLS, MASSACHUSETTS 








Recommended 


WHEREVER QUALITY COUNTS 


Cast in a modern electric furnace under ac 
curate pyrometric control of grain structure 
Seymour Nickel Anodes corrode evenly 
and cleanly, yielding a good, ductile plate 
Available in all standard shapes from stock 
and in special shapes promptly on order 
Catalog on request. 


THE SEYMOUR MANUFACTURING CO 
55 Franklin St., Seymour, Conn 


SEYMOUR 


“CONTROLLED GRAIN” 


NICKEL ANODES 
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What the 


som COST OF A PRODUCT to the 
customer must always be kept 
economically competitive. In order 
for the distributor to keep the cost 
of the products handled economi- 
cally competitive, it is essential that 
there be a need for his service in the 
locality, sufficient to support it on 
a sound business basis. The busi- 
ness must serve a useful purpose 
in the economic business structure, 
and should be so maintained that 
the buyer’s costs for the commodi- 
ties purchased will not be greater 
than if purchased direct from the 
manufacturer. 

Upon the establishment of such a 
distributorship, the organization 
structure and its facilities for service 
are of importance to the buyer, since 
the service must be performed to 
his interest. 

The buyer expects the distributor 
to be alert to the ever changing prob- 
lems confronting our business of 
today and tomorrow. Manage- 
ment policies should be liberal, 
never overlooking the opportunity 
to help the customer from the re- 
ciprocal angle, since it plays such an 
important factor in the business of 
today. The customer expects the 
distributor to know his problems and 
to coordinate in their helpful solu- 
tion. 


Abstract of an address at the Mill 
Supplies Convention, Pittsburgh, May, 
1938. 


P.A. Expects from 
the Distributor 


Distribution is both a service and a 


business. 


It must fulfill the service 


motive and be soundly organized on 
a business basis to satisfy the buyer 


R. D. KING 


Purchasing Agent 
The Koppers Company 
Pittsburgh 


Since the products handled by a 
distributor must be purchased from 
a manufacturer, it is important that 
the purchasing function be in very 
capable hands, so that the com- 
modities purchased are manufac- 
tured by reliable firms, who have the 
ability to produce quality merchan- 
dise on a competitive basis, accept- 
able to the customer. The pur- 
chasing power of the distributor 
should be such that he may pur- 
chase the proper quantity to secure 
the lowest price. 

For the proper storage and future 
distribution of the thousand and one 
items purchased, it is essential to 
have ample warehousing facilities. 
Such warehouses should be 
nomically located for the receipt and 
distribution of the materials. 


eco- 








Tool Holders 


The ARMSTRONG Sys- 
tem provides permanent 
multi-purpose tool holders 
for every operation on 
lathes, planers, slotters and 
shapers. Each takes cut- 
ters quickly ground from 
standard high speed steel 
shapes. Each effectively 
equals a complete set of forged too's 
and “Saves All Forging, 70% Grinding 
and 90% High Speed Steel.” 


Write for free Cutter Bit Grinding Charts 
ARMSTRONG BROS. TOOL co. 


e Tool Holder People 
303 N. Francisco Ave., Chicago, U.S. A. 
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The question of catalogues needs 
consideration. The publication of 
a catalogue adds to the cost of dis- 
tribution. However, it is essential 
so that the buyer may have ready 
reference as to commodities being 
handled. To get the best results 
from them, they must be kept up-to- 
date. Due to the manner in which 
are bound, the 
announcement of new lines being 
stocked and 
tinued is not always brought to the 


most catalogues 


those being discon- 
attention of the buyer in a system- 
Matters of this kind 
should be handled promptly through 
printed pamphlets and the aid of 
the catalogues 
are descriptive, giving the necessary 
information required for the proper 
selection of the article desired by 


atic way. 


salesman. Unless 
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In Cleveland it’s 
In Columbus it’s 
In Akron it’s 
In Toledo it’s 
In Jamestown it’s THE JAMESTOWN 


eR. F, Marsh, Vice-Pres. & Op 
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THE HOLLENDEN 
THE NEIL HOUSE 


THE MAYFLOWER 
THE NEW SECOR 


ano THE SAMUELS 


Theo. DeWitt, President 
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PURCHASING 








the buyer, properly indexed, they 
might as well be dispensed with. 

Credit is essential to business. 
The distributor’s credit with the 
manufacturer should be of such 
character to enable him to buy eco- 
nomically, taking advantage of all 
discounts to be had. On the other 
hand, the distributor should be in a 
position to extend proper credit to 
trustworthy customers in accord- 
ance with the usual practice. Bad 
accounts must be held to a mini- 
mum, as the buyer is not interested 
in paying this added cost of doing 
business. 

The distributor must be in a posi- 
tion to render prompt service in de- 
livery of the items required by the 
buyer. Therefore it is necessary 
to anticipate sales requirements by 
having an ample stock. The ability 
to give prompt service, from the 
shelves, is the principal reason for 
the buyer’s need of a supply house. 

The success of a distributor de- 
pends to a large extent upon the 
sales force. The salesmen should 
be the typification of the spirit and 
character of the organization. Their 
contact work is vital, and their suc- 
cess in securing orders depends upon 
the economic quality of the goods 
represented and the organization 
without value to either the seller or 
the buyer. Knowledge of the prod- 
ucts handled by his firm, alertness 
to recommend the proper article to 
fit the buyer’s needs, willingness to 
render a service although his own 
house may not be in a position to 
furnish the goods, neatness and 
courtesy, cultivation of the buyer’s 
confidence, consideration as to the 
length of a call and good judgment 
as to the frequency of calls, appre- 
ciation of the buyer’s peculiarities, 
an endeavor to live up to the axiom 
that ‘‘the buyer is always right,” 
and a calm disposition—these are 
the attributes of a salesman that 
make for the success of his distribu- 
torship. 

The distributor has a rightful 
place in the economic business struc- 
ture. However, to hold that place 
he must always strive to serve 
economically. Big business and 
little business alike have need of 
him, as the general storeroom of in- 





dustry. He can make economic 
distribution of goods possible due 
to his ability to purchase larger 
quantities than would be feasible 
for the individual user. His service 
decreases obsolescence and depre- 
ciation to the user, if the latter 
should purchase in such quantities 
as would carry the best price, since 
most purchasers might not have 
need for large quantities of any one 
commodity within a_ reasonable 
time. As the general storeroom of 
industry, it is necessary for the 
distributor to assume the respon- 
sibility of being able to deliver the 


materials when needed, delays being 





costly. There is a further respo1 
sibility in keeping ample stock « 
hand of commodities that may 
required by only one customer 
Since the distributor is not 1 
manufacturer of the products ha 
dled, he should always endeavor t 
handle quality merchandise mad 
by a reputable, financially sou 
house which may be relied upon t 
make a satisfactory and prompt 
adjustment on defective material! 
Failure to handle a matter of thi 
kind properly will set up in the buy 
er’s mind a strong desire to deal 
direct with the manufacturer. I: 
order to establish a position for r 

















































~ BROWN & SHARPE 
CUTTERS 





Deseo" 
wHaTis YOUR 


MEASURE OF 


pur 
J 


chasins | 


WE believe that the effi- 


ciency of purchasing is best 


measured by the relationship | 


of prices and quality. 


Most purchasing agents are 
skilled at comparing prices. 
But the comparison of quality 
often brings some uncertainty. 


At this point, Electrical 
Testing Laboratories offers you 
help through the determina- 
tion of quality. For over forty 
years we have been helping 
the electrical industry obtain 
the facts of quality, by fest. 


Today, with broader facili- | 


ties than ever, we can also 
help you judge the quality of 


products, purchased in quan- 


tity, such as paint, paper, 
coal, oil, steel and soap. 


Such facts of quality may 


help you save money; may help | 


you buy more efficiently. For 
more complete information, 


write for the booklet, ‘‘Labo- | 


ratory Service.”’ 


ELECTRICAL 
TESTING 


LABORATORIES 


i Avenue and 793th Street 
New York, N. Y. 
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peat orders, uniform quality of mer- 
chandise must be maintained. 

If a distributor represents me- 
chanical equipment, it is necessary 
to employ engineering trained sales 
men, fully acquainted with all the 
details of the equipment, such as its 
mechanical construction and _ its 
adaptability to the purchaser's 
needs. Unless such service is avail- 
able, it is better for the buyer to 
deal direct with the manufacturer. 
The clearance and approval of 
engineering data required by the 
manufacturer for its construction 
and by the purchaser for its adaption 
to other equipment, must be handled 
in an expeditious manner. 

Sales representatives should al- 
ways work through the purchasing 
department relative to purchasing 
matters. If it is necessary to see 
others in the organization, the de 
partment’s approval to do so will be 
given. A knowledge of the cus- 
tomer’s organization helps in mak- 
ing the proper contacts and makes 
it easier to receive consideration 
It is discreet for a salesman never 
to intimate that he is assured of a1 
order because of some statement 
made by some one other than the 
purchasing agent. 

It is important that any advance 
information relative to price change 
be passed on to customers upon its 
receipt, for their self-protection. 
Such coordination creates good will 
with the people who make a dis 
tributor’s business possible. 

Careful attention should be given 
to the fulfillment of the order re 
ceived, so that it is shipped as 
specified. The receipt of incorrect 
material may be costly to the buyer 
If an error is made, correction should 
be made without delay. Upon the 
receipt of an order in which there 
seems to be a possibility of error, 
either in quantity or kind of ma- 
terial specified, in relation to a cus- 
tomer’s past practice, the customer 
should be contacted immediately 
to check its correctness before a 
shipment is made. Substitution of 
material other than specified should 
positively not be made without the 
buyer’s permission. The correct 
fulfillment of an order is economical 
to both parties. 





In the handling of heavy materials, 
statistics show, 29% of industrial 
accidents occur. Executives respon- 
sible for safety must challenge every 
bit of equipment if that accident 
percentage is to be reduced 
Manila Rope is an instance. The 
higher the quality of your rope, the 
greater the safety factor in your 
handling operations. So many of 
Industry’s safety engineers insist on 
Plymouth Ship Brand Manila Rope 
because Plymouth maintains the 
highest uniform, controlled quality, 
through superior methods of fiber 
selection, re-grading, preparation, 
tubrication and spinning... making 
Plymouth Manila Rope the 
supremely safe rope. 





PLYMOUTH CORDAGE 
COMPANY 


North Plymouth, Massachusetts, and 
Welland, Canada 


Sales Branches: New York, Boston, Baltimore, 
Philadelphia, Chicago, Cleveland, 


Houston, San Francisco 





PURCHASING 


In order to receive prompt pay- 
ment, billing should be prompt and 
all papers forwarded in detail as 


specified on the order. Invoice 
instructions differ with various 
firms. Failure to observe a cus- 


tomer’s wishes in this respect adds 
expense to the transaction and de- 
lays payment. 

Whenever written quotations are 
requested, the quotation should be 
mailed so that it will be received 
prior to the closing date, and in full 
detail. Omission of necessary in- 
formation, delivery date, weights, 
etc., may forfeit consideration in the 
placing of the business. When a 
distributor’s best price is always 
named as his first price, he will have 
the full confidence of the purchaser, 
but the buyer is always suspicious 
of the seller who has two prices. 

Time plays a very important role 
in all business, and particularly in 
distribution. Promptness in quoting, 
in filling the order, in billing, in 
extending proper credit to new ac- 
counts, in correcting errors, in 
handling engineering data relative 
to mechanical equipment, in revis- 
ing prices to meet market conditions 
—all influence the making of 
satisfied customers. 

I believe that most buyers try to 

business with the distributor 
in those localities where there is a 
need for such service. Today, the 
buyer is frequently in a position to 
purchase many commodities in one 
locality and ship them into another 
locality at less cost, for the same 
brand of material, than the local 
distributor will quote. This is a 
matter of serious consideration for 
the distributor and for the manufac- 
turer he represents. 


do 


Industrial Price Policies 


INDUSTRIAL PRICE POLICIES AND Eco- 
NOMIC PROGRESS, by Edwin G. Nourse 
and Horace B. Drury. Published by The 
Brookings Institution, Washington, D. C. 
314 pages, with charts and tables. Price 
$2.50. 

The well known Brookings study 
of 1934 and 1935, analyzing pro- 
ductive capacity, potential con- 
sumption and capital growth, led 
to the recommendation that the 
most direct road to improvement of 
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QUALITY 
For PRODUCTS 


Gatke Adapter Type Bearings for cranes and 
industrial applications—for oil or grease 
lubrication—low friction—long life—free- 
dom from scoring. 

Gatke Moulded Roll Neck Bearings for Stee! 
Mills—water lubricated—non-scoring—five 
to fifty times life of Metal—Friction 1/3 
Gatke Clutch Facings—Moulded or Woven— 
made accurately to size—contain correct 
coefficient of friction for positive control— 
unaffected by heat, oll or water—No chat. 
tering or grabbing—maximum perform- 
ance—liong life. 

Gencine Custom-Bilt Brake Block Sets for 
all Trucks, Buses and Passenger Cars. Each 
set contains the correct materials plainly 
marked for correct installation. 

For Hoists—Cranes—Sand Reels—Dredges 
—Power Shovels— Winches— Contractors 
Machinery—Oil Field and Industria! Equip- 
ment—Gatke Asbestos Moulded Brake Blocks 
or—Woven-Moulded Lining engineered to 
meet your requirements. 


GATKE CORPORATION 


228 N. La Salle St. 


Quay 


Chicago, Ill. 





the general economic welfare is to 
be found through a consistent policy 
of expanding real incomes by lower- 
ing the prices of goods and services 
wherever advance in techniques and 
organization made such a course 
practicable. The present volume 
undertakes to correlate and apply 
that price economy to the mecha- 
nisms and complexities of the actual, 
dynamic industrial world, recog- 
nizing the obstacles and imperfec- 
tions that abound, but stressing the 
constructive elements that may lead 
to a positive program and strategy 


for attacking this basic problem 


our society. 


Tracing the brisk 


accelerating tempo of productivit 


over the 


record of two hundr 


years, the authors look to an at 
tude of management that will : 
be content with protective devi 
to conserve the gains already mad 
but will work toward even great 
progress in the years ahead. Thi 
view the matter as a case for ‘‘e 
nomic hygiene rather than emé¢ 
gency treatment of acute illness 


Proper 


hygiene usually prevent: 


acute or chronic ailments. 
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Beautifully written letters, like clean- 
cut neat-appearing salesmen, build 
good will for you. Beautiful writ- 
ing is embodied in every Miller 
Line inked ribbon, carbon paper 
and stencil ink. 





INKED 
RIBBONS 


CARBON 
PAPERS 


STENCIL 
INKS 


EST. 
1896 


DIRECT 
BRANCH 
SERVICE 


Service before and after the sale, 
ne by the Miller-Bryant- 
ierce sales organization and re- 
search laboratory, insures perfect 
adaptation of Miller Line products 
to your specific requirements. 


TYPING TIPS—our house organ, containing valuable advice for Office Folks 
will be mailed to you regularly, on request. 


THE MILLER-BRYANT-PIERCE CO., 219 RIVER ST., AURORA, ILL. 
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The Hall-mark 
of Sterling Quality 


ee 


UB 


FINER TOOL STEELS 


14 Stocks from Coast to Coast 
e 
STAINLESS STEELS 
25 Qualities for every purpose 
Billets—Bars—Rods 
Strips—Tubing 
Our large metallurgical staff offers 
you its vast STAINLESS 
STEEL experience. We invite 


your inquiries. 
® 


UDDEHOLM COMPANY 
of AMERICA, INC. 


155 East 44th St. New York, N. Y. 
4532 West Palmer St. Chicago, Il. 





UALITY 
ABRASIVES 


TRADE & yy MARK 


ALUMINUM OXIDE 
SILICON CARBIDE 
CORUNDUM 


(AFRICAN) 
TURKISH EMERY 


Refiners rite. Makers 
of 


ABRASIVE GRAINS 


AND 


FLOURS 


AMERICAN ABRASIVE COMPANY 
WESTFIELD, MASS. 


F. q. B. 


(Filosofy of Buying) 


One little basing point 
Known as ‘Pittsburgh plus,”’ 
Buyers got excited 


And raised an awful fuss. 


Industry expanded, 

System seemed to jam. 

Fix it up with basing points 
At Chi and Birmingham. 


Down come the prices, 
Bumping on the floor. 
Up pop new basing points, 


A couple dozen more. 


Wouldn't it be simpler 
To figure up the bill 

By saying that quotations 
Are now F.O.B. mill? 


T ONE OF THE FIRST P. A. meet- 
A ings that F.O.B. attended, the 
speaker was Dr. Charles H. Herty, 
who died last month at Savannah, 
Georgia. Dr. Herty, then techni- 
cal adviser to the Chemical Founda- 
tion, gave one of those typical talks 
on the progress of science, and ven- 
tured a few predictions as to the ef- 
fect on industry when the forest re- 
sources of the southern states would 
be developed for paper-making. 
There were still serious obstacles to 
be overcome, and many of his hear- 
ers doubtless considered the talk 
somewhat visionary. But he pos- 
sessed that rare combination—the 
vision of pure science, and the prac- 
tical viewpoint of applied science, 
backed with conviction, enthusiasm 
Shortly after- 
ward, he moved to the south, and 
in the comparatively short period 


and tireless energy. 


that has since elapsed, he saw the 
building of a tremendous industry 
that has capitalized the yellow slash 
pine, longleaf and loblolly growth 
of that section and geographically 
revolutionized a whole industry. 
Last January, the State of Florida 
proclaimed a day to honor him for 


his contribution to southern indus- 








try, and Commerce Secretary Roper 
 commmnaneeeneamenmaasaaiiaeensieaintiieaa. ; 


2A rr x 5 rr 
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Tel UCU 


INDUSTRY ASSEMBLES 
THE MAJORITY OF ITS 
PRODUCTS WITH THE 
HELP OF CLEAN, SHARP 
THREADS...TO KEEP 
TAPPING OPERATIONS AT 
MAXIMUM EFFICIENCY, 


specity MORSE... 





TWIST DRILL AND 
MACHINE COMPANY 


NEW BEDFORD, MASS., U.S.A. 


NEW YORK STORE: 130 LAFAYETTE STREET 
CHICAGO STORE: 570 WEST RANDOLPH STREET 
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fittingly remarked that his name 
would be a “connecting link be- 
tween a virgin frontier of natural re- 
sources for our greater social and 
economic F.O.B., for 
one, has learned to give more re- 
spectful attention to the predictions 
of laboratory men. 


progress.” 


The Old Line Buyer sees nothing very 
new or startling in Aviator Corrigan’s 
naive explanation of his trans-Atlan- 
tic flight. He has received too many 
salesmen who explain their call by 
saying, “‘I started out to see some one 
on the other side of town, so I thought 
I'd just drop in at your office.”’ 


O ENGINEERS HABITUALLY spec- 
D ify the brand and tell the 
p. a. what to buy? One experi- 
enced purchasing man explains it 
this way: When the engineering 
department doesn’t know its stuff, 
it calls in the manufacturer’s ex- 
pert to lay out the job and naturally 
passes along his not unbiased rec- 
ommendation. But when the engi- 
neering department is really com- 
petent, it collates and analyzes all 
available information and figures 
out just what the company needs. 
Then engineer and p. a. sit down to- 
gether and thrash out the details. 
In that way the company is actually 


able to buy. 


This business upturn, we are told, 1s 
highly unseasonal, and violates all 
of the charts that the economists have 
carefully drawn up for our guidance 
over the years. But no one seems to 
be complaining about ti. 


T'S GETTING TO BE quite the thing 
I to combat the heat by swallow- 
ing a salt tablet along with your 
drinking water. Some of us are old- 
fashioned enough to prefer taking 
our salt in the natural solution, 
preferably with a few breakers and 
a nice sand beach on the side. 








AMY MOLE ¢ 


You needn’t just hope that you've b: 
the ribbons and carbons best suited to y 


needs. Long research and experiment 
the part of CoLumpra— America’s 
ing manufacturers— will give you 


correct answer, 

quirements. 

Take advantage of CoLuMBrA’s 

mendations. Then risk and 

will be gone for good. Then you ai 

of getting the utmost in 

LENGTH OF SERVICE CLARITY OF WRITE 
LEGIBILITY OF RESULTS 

SUITABILITY FOR THE WORK REQUIRED 


When you specify CoLumBiaA, you 
have to specify these essentials to | 
mum performance, lower operating 
and greater efficiency. 


regardless of you 


gues ri 





Call on the nearest COLU MBIA Of 
for recommendations as to the corre 
lowest cost, top-performance ribbons a 
carbons for all your requirements | 


COLUMBIA 


RIBBON & CARBON 
MANUFACTURING CO., Inc. 


Main Office and Factory 
Glen Cove, L. I., New York 
BRANCHES 
New York, Chicago, Philadelphia, Pittsburgh 
Cincinnati, Nashville, New Orleans 
Kansas City, Milwaukee, 





Minneapolis 
—also— 
LONDON, MILAN, SYDNEY 
ENGLAND ITALY AUSTRA 
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DAYTON 
GRINDING WHEELS 


Regardless of your re- 
quirements, you can obtain 
a Dayton abrasive wheel 
of the exact specifications 
the work demands. On 
the market for years and 
the preference for a wide 
range of operations. Write 


The 
Simonds-Worden-White Co. 
Dayton, Ohio 


FACTORIES AT: Dayton, Cleveland, 
Beloit, Buffalo 








COILED WIRE 
SPRINGS 


WIRE FORM 
SPECIALTIES 





Springfield, Ohio, U.S. A. 


‘“‘Where Your Patronage 
Is Appreciated”’ 
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PERSONALITIES 
in the NEWS 


L. F. WiLson has been named 
manager of the newly created resale 
merchandising division of the B. F. 
Akron, 
which capacity he will purchase all 


Goodrich Co., Ohio, in 


merchandise intended for resale by 
Mr. Wilson has been 
connected with the Goodrich organi- 


the company. 
zation in a sales capacity since 1927 


EARL GRIFFITHS, Purchasing 
Agent of the Montclair (N. J.) 
Trust Co., has been elected Lieu- 
tenant Governor of the second dis- 
trict, Optimist International, com 
prising clubs in Northern New 
He recently completed a 
term as president of the Montclair 
Optimist Club and has served as a 
member of the district extension 
committee. 


Jersey. 


ALAN A. GARLAND has been ap- 
pointed General Purchasing Agent 
of the Standard Sanitary Mfg. Co., 
Pittsburgh, succeeding the late 
George J. Black. 


M. R. ScCHUETTE, Purchasing 
Agent of J. L. Hudson Co., Detroit, 
addressed the Store Management 
Group of the National Retail Dry 
Goods Association at their Cincin- 
nati convention, on the purchase of 
supplies. 


WILLIAM T. ROACH has been ap- 
pointed assistant manager, in charge 
of operations, at the Hawk-Eye 
Works of the Eastman Kodak Co., 
Rochester. Mr. Roach is a past 
president of the National Associa 
tion of Purchasing Agents, having 
served in that office while purchas 
ing agent of the Eastman Camera 
Works. 


CHESTER L. BoyLe, for the past 
years Boston purchasing 
agent for the Cities Service Oil Co., 
has been transferred to sales work 
in that organization following the 


twelve 


consolidation of the purchasing de- 
partment with the company’s offices 
in New York City. 


JoseEPH W. NICHOLSON, City Pur- 
chasing Agent at Milwaukee, and 
President of N.A.P.A., is scheduled 
to address the 33rd annual confer- 
Finance 
Officers Association at St. Paul this 


ence of the Municipal 
month, and to conduct a group 
discussion on centralized public pur- 


chasing 


CaRL C. Larter, Purchasing Agent 
for the Forbes Lithograph Mfg. Co., 
Boston, has been appointed plant 


manager for that company. 


ARTHUR TIEMAN, Purchasing 
Agent and Manager of the Mill 
Supply department of Doermann 
Roehrer Co., Cincinnati, last month 
completed a quarter century of 
service with that organization. 


ARTHUR R. BRucE, deputy pro 
curement officer for the U. S. Trea 
sury Department at Utica, N. Y., has 
resigned to become purchasing agent 





Only 


WIREGRIP 
Belt Hooks 
have the blue 
Aligning Cards 
that locks 
hooks in position, prevents them 
from loosening, prevents hook loss 
from handling, prevents waste of 
short ends Every WIRE-GRIP 


Hook to the last one can be used 
a 
Flexible BELT LACING 


STEELGRIP is a stronger lacing 
for all power and conveying belts 
Clinches smoothly into belt, com- 
presses ends, prevents fraying, 
2-piece hinged rocker pins prevent 
excessive wear. In boxes or long 
lengths. 





Write for Catalog 


ARMSTRONG-BRA\ 
& CO. 
“The Belt Lacing 
321 N. Loomis St. 
Chicago, U.S.A. 
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OFFICE SUPPLIES & EQUIPMENT: 








>... 
STAPLE 


‘ACE 


This device removes, by slight pressure of the fingers, 
clinched staples neatly and quickly. It saves the paper as 
well as the finger nails. A unique feature of the handy 
ACE Staple Remover is that the withdrawn staples are 
held firmly on the remover. There is absolutely no danger 
that flying staples strike the operator in the face. Made 
ot the finest select steel, hardened, chromium plated, the 
ACE Staple Remover will give many years of satisfactory 
service. Price 60 cents. 


Made by Ace Fastener Corporation, Chicago 
SOLD BY ALL GOOD OFFICE SUPPLY DEALERS 








THE GENERAL MANIFOLD 
& PRINTING COMPANY 


Carbonized office and factory forms of every de- 
scription: Manifold Books, Duplicating Pay 
Envelopes, Teletype Rolls, Scale Tickets, Type- 
writer, Pencil and Hectograph Carbon Papers, 


FRANKLIN, PA. 

















Miller Line Carbon Papers 


Made in 4 complete variety of grades, weights 
and Anisnes, in all standard colors, and sizes. 


Miller Line Inked Ribbons 


Made regularly in all standard colors and stand- 
sf color combinations, record or copying, in 
seven degrees of inkings. 


Miller Line Stencil Inks 


Made for Rotary Duplicating Machines—open 
drum, closed drum, fountain Feed, portable. 


fanufactured by 


MILLER-BRYANT-PIERCE CO. 
AURORA, ILLINOIS 


Direct Branch Service Everywhere 












Save Time ark Woney wilh 
je oniciNee — 


“OUTLOOK. ENVELOPES 


ESTABLISHED 








1902: 
GLASSIRE on CELLULOSE TRANSPARENCY 
A Size and Style for EVERY PURPOSE © \ 


Write for Samples 





and Prices 








TRINER 


Shipping Room, Parcel Post, Mail, Packing, Count- 
ing, Storercom, Production, Food Products, Industrial 


SCALES 


Over 150,000 TRINER 
SCALES in U.S. Postoffices 


Desiqned for extraordinary weighing requirements 
—write today for literature and details 


TRINER SALES CO. 


1441 Merchandise Mart, Chicago, Illinois 
DISTRIBUTORS IN ALL PRINCIPAL CITIES 
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OUTLOOK ENVELOPE CO. 





Different Pen and 
Pencil 


CARBON PAPER 


Will not stick, ‘‘tack,’’ smudge 

blue. Outstanding advantag 
Greater Wear . .. Clearer impressi 
... Deeper, more brilliant colors 
Blue and Purple. 


COLUMBIA RIBBON & CARBON MFG. CO 


Main Offiee and Factory: Glen Cove, L. L.. N 











SELL YOUR USED EQUIPMEN 


We are in the market for Bookkeeping, Calcu u 
ing, Typewriting, Adding, Addressing, Dict 
and Duplicating Machines. Good prices 


INTERNATIONAL 


Ore E APPLIANCES 
New York, N.Y. 


(Cabte Address ADDBOURAL 


328 Br 


xadway 





New 
ALLEN HACKETT, dep- 
procurement officer for the 
Rochester district, has assumed Mr. 
Bruce’s duties in the 
organization. 


for the United Engineers, Inc., 
York City. 
uty 


government 


LEON N. FRICKE, 
chasing agent for C. F. Weber & 
Co., San Francisco, has been made 
sales manager for the Hardware 
Mutual Casualty Co., in the North- 
ern California, Nevada, Utah and 
Idaho district. 


formerly pur- 


L. L. NEEDLER of Marion, Ind., 
has been appointed Indiana State 
Purchasing Agent, succeeding 
C. M. McAtcprin, who resigned on 
August Ist. Mr. Needler has been 
legislative director for the Indiana 
Farm Bureau, Inc. 
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CLEM ScHAMP, Purchasing Agent 
of the Reeves Steel & Mfg. Co., 
Dover, Ohio, has been reappointed 
a member of the public library board 
of that city. 


Et A. JENSEN, Purchasing Agent 
and Business Manager of Witten- 
Springfield, Ohio, has 
Ohio 
the American Legion. 


berg College, 
been Commander of 
Mr. Jensen, 


who served in naval aviation during 


elected 


the World War, is a Past Com- 
mander of George Cultice Post 
No. 6, Springfield, and a Past 
Commander of Ohio District 3, 
and has been active on _ several 
committees of the state organi- 
zation. 

Joun P. Davis has resigned as 


Vermont State Purchasing Agent 


to reenter private business as general 


manager of the Wetmore & 
Granite Co., Barre, Vt. Hi 
cessor in the State office is M1 
F. BarRBeER of Wilmington 

Barber 


was for fourteen 


treasurer and manager of the 


field Valley Farmers’ Exc! 
and recently became secreta 
the Vermont State Railroad 
ciation 

W. M. McCtevy has be 
pointed purchasing agent 


T 


Virginia State Highway D 


ment, succeeding the late 
Lemmon. Mr. McClevy ha 


with the department for mot 


sixteen years, serving as d 
engineer of the Bristol Dist: 
to the time of his appointme: 
January as office engineer at 


mond. 


100! W. WASHINGTON BLUD., CHICAGO, iLL. 


NON-STICK 


An Entirely Neu and 


’ 

















SPOT WELDER 











No. 624 





LLUSTRATED IS ONE OF two new spot welding machines 

with work capacity of two pieces of 20 gauge and 16 gauge steel, 
respectively, and operating at 2.5 kw. on a 110-volt line and 5 
kw. on a 220-volt line. The overall height, on pedestal mount- 
ing, is 50 inches. Throat depth, using straight electrodes, is 
8!/, inches. Heat regulation is provided by means of a 3-point 
or 4-point switch, and water cooling is recommended for steady 
operation. Standard electrodes are of '/2-inch straight copper, 
which can be bent or shaped to various forms for special work. 


Use coupon below 


THREAD- 
CUTTING 
SCREW 





No. 625 


XPRESSLY 


DEVELOPED 
terials, either molded or laminated, 
screw has an acute cutting edge that cuts a clean, sharp thread, 


FOR use with plastic 
this thread-cutting 


ma- 


PURCHASING 
11 West 42nd St. 
New York, N. Y. 


Please send complete data on the New Products 
listed by number below: 
























































Company 


Address 
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NEW PRODUCTS & IDEAS 


materially reduces the high driving torque normally encountered 
and permits fast, easy driving with a minimum of the breakage 
that is common to the handling of molded plastics. Because it 
cuts a standard thread, it may be replaced if necessary by a con- 
ventional machine screw of the same size without damaging 
the tapped hole 
threaded inserts is eliminated, the only requirement being that 


The need for a separate tapping operation or 


the screw be inserted in a molded or drilled hole of the proper 
size and driven home with a hand or power driver. 


Use coupon below 


HINGED 
DUST-TIGHT 
GLASS 
COVERS 


-_— 


No. 626 





HIS NEW HINGED type cover, available to fit circular re- 

flectors in sizes from 8 to 22 inches in diameter, where the 
edge is beaded and the lamp does not project below the beaded 
edge, provides quick access for lamp renewals and marked econo- 
mies in the maintenance of reflectors installed in locations sub- 
ject to dust, grime, and smoke, and where such working conditions 
normally present a problem of keeping reflectors clean and bright. 
The hinged construction also eliminates the danger of dropping 
glass. the cover proper, including 
glass and gasket, and the band with hinge, which clamps to the 


It consists of only two parts 
reflector bead. The cover has three or more flip-over type thumb 
latches which clamp the cover securely to the reflector with a posi- 
tive cam action and cannot loosen under vibration, yet require 
only a flip of the finger to open for swinging down the cover. 
The covers are supplied with clear, daylight, or Herculite impact- 
resisting glass 


Use coupon at left 


LIGHT WEIGHT 
PNEUMATIC DRILL 


No. 627 | 


EIGHING LESS THAN 35 pounds, this new drill is easy to 
hold and control, fast in operation, and powerful enough to 
find useful and economical application in a variety of general 
work in mining, quarrying and construction, that is generally 
done by a machine. It ‘ 


heavier is particularly adapted for 


cutting hitches, trimming, taking up bottom, placing trolley 


PURCHASING 


hangers in a mine, popholing, etc. It has a high rating of power 
per pound and is said to accomplish a surprising amount of work 
per cubic foot of air used. 


Use coupon page 40 





} 
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BAR STOCK TABLE No. 628 
HIS EQUIPMENT COMBINES the functions of a storage 


rack for bar stock and a roller section over which such stock 
can be delivered to a truck or fed toa machine. It will handle 
round, square or flat bars, and has a load capacity of approxi- 
mately 5,000 pounds on the storage section. The roller section 
will handle up to 55 pounds per foot, equivalent to 4-inch square 
bars. The construction is of structural steel in welded assembly, 
the dimensions, arrangement and capacity being subject to user’s 
specification. An assembly such as that shown in the illustration, 
including six ball-bearing rollers, occupies floor space 10 * 3!/. 
feet, and stands 30 inches above the floor. 


Use coupon page 40 





SLIPSHEETING ATTACHMENT No. 629 


HE INCREASING USE of slipsheeting, or interleaving, 

in connection with duplicating processes to eliminate the 
possibility of smudge, smear, ink-offset, and other blemishes 
which tend to detract from the attractiveness of the finished job, 
has led to the development of the device illustrated, designed for 
use with the #100 Model Mimeograph. It isattached to the dupli- 
cator by means of a simple connecting rod, and automatically 
operates with the duplicator at a speed of 180 sheets per minute, 
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Butetin Boarb 
Note = Rotter Produda, 


JInorzanad Production, 
YLowen Grito neaublt 


pom Wolding 


THOSE words should be 
posted in the Designing De- 
partment of every plant. 

If you want details about 
what re-designing and weld- 
ing will do for you, avail your- 


S ‘Morgan, Smuth Co. 
York, P. 


91°, 


CUT YOURSELF A 

SLICE OF PROFIT 
with the 

Payer Klade 


THAT CUTS 
YOUR COSTS! 


LORING COES COMPANY § 


Established 1830 
MACHINE KNIVES 
WORCESTER MASSACHUSETTS 











~ Br 


BLADES 


Just try Barnes Blades! Tell us your cut- 
ting problem—let us suggest a blade to 
whip it economically 


W. O. BARNES Co., INC. 





Detroit, Mich. 











SPECIALTY PRINTING 
Carbon Coated Papers of All Classes 


Interleaved and Spot Carbon, 
Factory, Office and Bank Forms 
Water, Light and Tax Bills 
Manifold Books, Pay Envelopes, Scale Tickets 
Teletype and Other Duplicating Rolls, etc. 


THE GENERAL MANIFOLD & PRINTING CO. 
Main Office and Factory — Franklin, Pa. 
DISTRICT SALES OFFICES 


New York Chicago Philadelphia Boston 
Pittsburgh Toledo St. Louis Detroit 


@ INQUIRIES SOLICITED @ 





NEWEST 


SUPER-VALUE 


Every Room Has 
© OUTSIDE EXPOSURE 
® TILE BATH Mien 
® ICE WATER 
® LUXURIOUS BEDS 
DELICIOUS FOOD 
at low prices 


The biggest hotel bargain and best 
downtown location in St. Louis. 
Try us—on your next trip. 


T. V. Loran, Mgr. 


PY, 
. 2 
A KS 


FOOD- FAMOUS 
RESTAURANTS 


HOTEL MARK TWAIN 


ONE OF THE SIXTEEN ALBERT PICK HOTELS 
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ST. LOUIS” 


DOWNTOWN HOTEL 


no single copy being missed. The interleaver is sturdily con- 
structed, and its aluminum frames are finished to correspond with 
the duplicator. There are no cogs, gears, or other parts to adjust, 
and its simplicity assures long and dependable service without 
upkeep expense, shutdowns, or other service. Similar equip- 
ment is available for use with other standard duplicators. 


Use coupon page 49 
GLASS YARN 
INSULATING 
TAPE 


No. 630 





W: )VEN OF GLASS FIBERS, this new insulating tape has 
the appearance and flexibility of ordinary textiles, and 
has the additional advantage that the glass is resistant to at 
tack by chemicals. It will withstand temperatures in excess of 
the limit specified for Class B high temperature insulation, and can 
be impregnated with resins, gums and varnish to form an 
insulation of high dielectric strength, impervious to moisture 


] 


Adapted for use on motor coils, generators, transformers, cables, 


and other electrical conductor: 


'se coupon pace #) 





INTERVAL 
TIMER 





No. 631 





RIGINALLY DEVELOPED FOR the timing of delicate 
heat-treating operations, this instrument is now available 
for general use, either in portable form or as a permanent attach 
ment to other equipment, and is suitable for signalling pre-set 
time intervals of any desired duration to maximums of either 10 
or 60 minutes I'wo circular scales are laid out for the 10 and 
60 minute periods, and action can be switched from one to the 
other by a simple control. A small foot lever is provided for 
returning the timing hand to zero. A chain carried upward 


PURCHASING 


a ans a aie wate 


pa nissan trends 20 rs athe 


through a projecting tube has a ring end for attachment to a | 


furnace door or other part of timed equipment, which can be ar- | 
ranged so that the opening of the door returns the hand to zero | 


and holds it until the door is closed. A contact timing hand, 
passing over adjustable target fingers, signals the time intervals 


by lighting a lamp in the face of the housing and also sounds a 


bell. The timing drive is electrically operated, using a 110-volt 
60-cycle a.c. single phase source. 


Use coupon page 40 


VARIABLE SPEED 
PORTABLE MIXER 


No. 632 


ONVENIENT CONTROL OF the 


line of fluid mixers adaptable to a 
number of applications normally requir- 
ing the use of two or more mixers of 
various sizes. The unit illustrated has 
a '/, h.p. motor with a speed range of 
100 to 1800 r.p.m., and a corresponding 
unit with geared head motor is avail- 
able with a speed range of approxi- 
mately 25 to 400 r.p.m 





The speed is 
easily adjusted by means of a lever 
with knob located on the motor itself 


Other features include drip-proof motor construction, malleable 
iron clamps and brackets, stainless steel trued shafts, and 
Thrust” propellers. 


Turbo 


Use coupon page 40 


PORTABLE LIFT 





/ 4 } 
: f | 
‘i } 
| - No. 633 


NE-MAN OPERATION IN heavy handling jobs such as 

removal of dies from storage shelves and placing in presses, 
transfer of heavy materials from low floor trucks to bench or 
machine, supporting and leveling of long pieces of work on drill 
presses and other machines, and a variety of other every-day re- 
quirements, are made easy by this portable elevator with a load 
capacity of 750 pounds and a range of from 4 to 42 inches above 
the floor. The platform measures 24 X 25 inches, and is of open 


construction, allowing inspection or removal of pins from the | 


under part of the die without turning it over. The elevating 
mechanism consists of a worm and wheel, attached to a hand 
crank. The entire device is mounted on a frame with two 
swivel and two stationary casters, and can be turned around cor- 
ners or in a circle without difficulty. 


Use coupon page 40 
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degree of agitation makes this new | 











me — 
BPR 
Happy LANDINGS 
WITH 
| BLUE RIBBON SEALING TAPE 


‘Round-the-world flights or short hops — 
all journeys end safely for cartons sealed 
with this sturdiest of tapes. It protects 
packages better because it’s made of 
extra-strong paper and gummed with an 
extra-amount of special animal glue. It 
won't curl, peel, or come off in transit. 
BLUE RIBBON seals tight and stays 
stuck! Write for sample roll and also 
for free folder: ‘Helpful Hints on Sealing 
Methods.” 


MOORE & THOMPSON 
DIVISION HUDSON PULP & PAPER CORP. 
220 EAST 42nd ST., NEW YORK CITY 
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REDUCE your 


Materials Handling Costs With 


“‘IRONBOUND” 
SKID PLATFORMS 


Steel Bound or All Wooden 


Quotations and literature on request 


IRONBOUND ¢\, BOXGLUMBER 
CO. 88 INC. 


HILLSIDE, N. J. 


















Blades that are built to endure 


MARVEL 


High-Speed-Edge 


HACK SAW BLADES 


MARVEL High-Speed-Edge- 
Hack Saw Blades will out-cut 
and out-last all others, blade 
for blade, or box for box, re- 
gardless of type of sawing ma- 
chine or cutting habits of the 
operator, for they are both 
strictly high speed and non- 
breakable! ,) 








Built to endure, they will 
withstand higher speeds, heavier feeds 
and greater tensioning for they com- 
$B bine; 1) a genuine 18% Tungsten 
High-Speed-Steel cutting edge and (2 
a tough non-breakable alloy body 
3) fused in one by the MARVEL 
patented electric weld. 


ARMSTRONG-BLUM MFG. CO. 
“The Hack Saw People”’ 
5760 Bloomingdale Ave., Chicago, U. S. A. 





Write for Catalog Sheet 
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POLISHING a 
WHEEL 








No. 634 


ko’ THE INTERMEDIATE finishing operation between 
polishing and buffing, and particularly for the removal of 
die marks and minor imperfections on carbon steel, stainless 
steel, brass, copper aluminum, this new wheel consists of al- 
ternate sections of sisal and muslin, the layers being assembled by 
sewing. The construction is economical in the use of buffing and 
polishing compositions, which are retained between the strands 
of the sisal 


Use coupon page 40 


CRUSHER AND 
GRINDER 





{pee HEAVY DUTY combination crusher and grinder em 
ploys a patented system of gradual reduction. Materials 
entering one end of pulverizer are first crushed by short 
hammers placed close to the shaft Each succeeding row of ham 
mers is longer and delivers progressively harder grinding blows 
The cylinder carrying the hammers is in the form of a rotating 
cone. The equipment is said to have unusual economy in power 


consumption and to produce exceptional uniformity in sizing 


Use coupon page 40 


WATERPROOFING MEMBRANE No. 636 


NEWLY DEVELOPED TYPE of waterproofing membrane 

especially adapted to use in heads and sills, and around door 
and window openings and other concealed uses in brick veneer, 
stucco and masonry construction, and for waterproofing spandrel 
beams where first cost is a vital factor, consists of a continuous 
sheet of thin copper in combination with one or more layers of 
waterproof sheathing, the whole assembly being bonded with 
asphalt to form an inseparable membrane. The sheathing con- 
sists of 45 pound kraft paper thoroughly impregnated with a 
bituminous compound to make it impervious to moisture and 
creped to allow a minimum stretch of 12%. 
is strong, tough and durable 


The resultant sheet 
It will not easily tear, kink, crack 
or puncture, and can be handled freely and folded or formed by 
hand to fit any desired shape. It is made in rolls of 120 lineal 
feet in standard widths of 20, 24, 30, 36, 40 and 60 inches. Ad- 
ditional width can be secured by lapping the material 6 inches 
and sealing with asphalt plastic cement. There are three stand- 
ard weights—1 ounce copper bonded with one layer of sheathing, 
2 ounce copper bonded with two layers of sheathing, and 3 ounce 
copper bonded with three layers of sheathing. 
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What the P.A. Should Know 
About Plastics 


(Continued from page 14) 


the ‘“‘Grand-daddy”’ of the plastics industry, inasmuch 
as the original thermoplastic, Celluloid, was developed 
back in 1868, and the less inflammable cellulose acetate 
was developed around 1910. 

In their older form both of these materials were used 
exclusively in sheet form; all manner of novelties 
being stamped from the flexible, translucent sheets. 
Then, a few years ago molding materials were de- 
veloped from the same acetate base, and used to some 
degree in hydraulic press molding, but it was not until 
the development of the high speed injection machine 
that the thermoplastics, and particularly the cellulose 
acetates, became popular for rapid, economical pro- 
duction of small articles such as knobs and handles. 
These materials are sold under such trade names as 
Tenite, Celluloid, Plastacele, and others. 


Returnable Containers 
(Continued from page 11) 


on them had to be kept or else they would have almost 
literally ‘‘walked away.’ These bags, generally, are 
charged at ten to twenty cents each; there is no great 
loss if two or three of them are appropriated for depart- 
ment or even personal use. Our method was to truck 
them back to the storeroom immediately after they had 
been emptied into the salt or sawdust bins, checking 
against the number sent out to that department. 

In the writer’s present business we have a series of 
rectangular metal tanks with pumps attached for with- 
drawal of oils and liquid soap. Soap drums are not 
always emptied upon arrival, but instead of waiting 
for the next soap purchase, a few days after delivery 
(and the soap having meanwhile been emptied) we 
write a note to the shipper to pick up the empty drum. 
In due time a credit is issued and the soap container 
account closed. This does not allow inaction or forget- 
fulness to carry a drum charge any longer than need be. 

Certain spirits for cleaning grease and oil from ma- 
chines are used in single drum lots. To eliminate more 
than one drum on our spirits container account at any 
one time we specify on the purchase order that the 
driver must pick up the returnable empty. The charge 
for the new full one and the credit for the returned one 
balance so that the invoice paid is for the net amount 
of the spirits only. This leaves one drum open on our 
account all the time. 

This same holds true of grease, lubricating oil, cutting 
oil, and special oil containers, thus eliminating any 
necessity for tying up funds that can be used elsewhere 
in productive buying. 

This course is impossible in all industries but there 
may be ideas here for both purchasing agent, assistant 
buyer and storekeeper that may partially ease that 
bane of all purchasing departments—empty containers. 
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SUCCESSFUL 
BECAUSE 
HE HAS 

AIDED 
OTHERS 





For 14 years this Oakite Repr« 
sentative has diligently applied hi 
practical knowledge of industrial 
cleaning in a manner that has been 
extremely helpful to the concerns 
he serves. 


His success rests squarely on the 
fact that he has been able t 
establish savings for prominent 
concerns in his territory in prac 
tically all lines of industry. 


It is this same type of constructiy 
service that is available to 
through the Oakite Representative 
in your locality. Ask to hav 
him call because he can save y 
money wherever cleaning is con 
cerned. Or if you prefer, 
direct to us. 


Write 


OAKITE PRODUCTS, INC., 54 Thames St., NEW YORK 


Branch Offices and representatives in All Principal Cities of the U. S. 
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YOU'RE 
THE 
DOCTOR! 


Every order you write for Safety Equipment should be 
as carefully written as a doctor's prescription. Because, 
like each human sickness, every industrial hazard has 
its own specific remedy. 
bad as none. 


Incorrect protection is as 


To be on the safe side, consult Pulmosan—industry’s 
safety headquarters. We're specialists in safety. We 
have the experience to guide you and the products to 
serve you. Let us know your conditions to get the 
correct, dependable, economical answer to your safety 
needs. Ask for our big, complete catalog. 


PULMOSAN 


SAFETY EQUIPMENT CORPORATION 


Member: Industrial Safety Equipment Ass'n. 
Dept. P, 176 Johnson St. Brooklyn, N. Y. 


i i i i i i 








a eel 


—o-ooooeoeoeoree----~-~~™ 


——---sowowowooe--w-ww-~~~~” 





# 


PAGE 45 








E REQUISITIONS FOR MA- 


USED IN A REPRE- 
NT SPECIFY NO 


THE SELECTION 


UFACTURER. 
sUPPLY |S LEFT ENTIRELY 


*QI% oF TH 


TERIALS AND SUPPLIES 
SENTATIVE INDUSTRIAL PLA 


BRAND OR MAN 


Adv ertisingd Manager® 


*A 
Analysis of a er 
ate ctual requisitio 
= purchase orders ie 
~ fh rs made 
June 29 Details on request 
y, POL. 


st 12nd St. New Y 
.~ , York 


— 
PURCHASING 


Pace 46 


neh es ts et 


CE eae) 





Advertisers 
in this issue 
of 


PURCHASING 


ACE FASTENER CoRP 

AMERICAN ABRASIVE Co. 

AMERICAN TELEPHONE & TELEGRAPH Ci 
ARMSTRONG-BLUM Mee. Co 
ARMSTRONG-BrRAy & Co 

ARMSTRONG Bros. Toor Co 


THE WALLACE BARNES Co., Division oF THE AssoclI- 
ATED SPRING CORP 


W. O. BARNEs Co., INC 

BROWN & SHARPE MEc. Co. 

LoRING Cogs Co. 

COLUMBIA RIBBON & CARBON Mec. Co., INc 
CRANE COMPANY. 

THEODORE DEWITT HorTeELs 

ELECTRICAL TESTING LABORATORIES 
ESLEECK MANUFACTURING Co. 

GATKE CORPORATION 

GAYLORD CONTAINER CORP 

GENERAL MANIFOLD & PRINTING Co 

THE B. F. Goopricu Co 

GEORGE D. HALL, INc. 

IMPERIAL HOTEL 

INTERNATIONAL OFFICE APPLIANCES, INC 
IRONBOUND Box & LUMBER Co., INC 
JENKINS Bros... 

Mark TWAIN HOTEL 

McGiL__ Commopity SERVICE, INC 

Mam! HOTEL 

MILLER-BRYANT-PIERCE Co. 

Moore & THOMPSON PAPER Co 

Morse Twist Dritt & MACHINE Co 
NATIONAL INDUSTRIAL ADVERTISERS ASSOCIATION. 
NORTON COMPANY 

OAKITE Propucts, INc. 

OUTLOOK ENVELOPE Co. 

PLYMOUTH CORDAGE Co. 

PULMOSAN SAFETY EQUIPMENT CorRP.. 
RAILWAY Express AGENCY, INC. 
REPUBLIC STEEL CORP. , 
JosEPH T. RYERSON & Son, INC 
SEYMOUR MANUFACTURING Co 
SIMONDS-WORDEN-WHITE Co. 

S. MORGAN SMITH Co. 

THOMAS PUBLISHING Co. 

TRINER SALES Co. 

UpDEHOLM COMPANY OF AMERICA, INC 


Yost SuPERIOR Co 





44 


Back Cover 


Third Cover 


45 








AucGustT 1938 











“p. A’s’"! 


Get this 


| $15 
invaluable, 


hi eptembe, 1st, $20) 
up-to-the-minute reference guide 


New 1939 DIRECTORY of NEW 
ENGLAND MANUFACTURERS 


Most detailed information published on 
New England manufacturing. 





PRODUCTS SECTION lists thousands of prod 
ucts, carefully classified under main and subheads 
arranged alphabetically. 


BRAND-NAMES and TRADE-MARKS listed 
alphabetically, with names of manufacturers. 


17,000 MANUFACTURERS listed in separate 
alphabetical and geographical sections. 
over 2,000 new firms. Describes products made 
capitalization, location of plants and branch office: 


Includes 


Published by 


George D. Hall, Inc. 


665 Boylston, Street Boston, Mass 












Hehe seunn 
feecmnn 
ad vs cee can we 


Cre of the 16 Albert Pick Hetels 40 0 fe 


Known for courteous service and genuine E 0 0 M c 
comfort, the Miami, smart and colorful, 


is the first choice in Dayton of experi- nce 50 
enced travelers. Large, livable rooms, saTH 


tastefully furnished. Nationally famous 
for good food-and quality liquors inthe y.c, MURPHY 


Silver Forest and famous'Crystal Bar. MANAGER 
BEST SAMPLE ROOMS SECOND AND 


IN THE CITY 


LUDLOW STREETS 




















Separate Lists of the manufacturers of every product 
With descriptive information about the products of thousands of them. 


A LIBRARY OF INFORMATION 


All in one 5,000 page combined directory and collective catalog 


A GENERALLY USEFUL AND PROFITABLE SERVICE FOR 


Executives 
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Research Departments 


Purchasing Departments Laboratories 
Sales Departments Superintendents 
Engineering Departments Works Managers 








and all others having to do with investigating, buying, specifying, or who 
require names of American Manufacturers in any line, for any purpose. 


| HOW | 


THOMAS’ REGISTER 














A few of the various services it is now rendering 


to more than 25,000 concerns in the U. S.—All 
Lines — Everywhere. 


It often saves more per week than it costs per year. 





- 





For Purchasing and Purchase Research 

The efficient buyer needs the names of all sources of 
supply for everything, instantly at hand to facilitate 
securing any requirement;— 


Thomas’ Register supplies this essential information with an 
efficiency unequalled by anything else. Alll manufacturers 
of any product with descriptive product matter for thou- 
sands of them. 


In Conjunction With Catalogue Files 


Look in the Register for any product you want. It 
will instantly show you whose catalogues and cir- 
culars to consult, or whose to write for—often 
worth its cost for this service alone. 


TR has in excess of 15,000 factual descriptions from 
manufacturers. 


A-Z Blue Section—Instantly shows home office of any 
concern, or nearest branch office; also its affiliated and 
subsidiary concerns. 


A Capital Rating for Each Name—One of its many 
valuable features. The capital ratings are often use- 
ful in making the selection desired, either when 
buying or selling. 


Locating Successors to Discontinued Concerns 
Being able to promptly secure a replacement part often 


saves many times the cost of the part. 


Generally Useful to Everyone 


Write for details of thirty-day offer. 














SAVES ON PURCHASES | 


Because THOMAS’ REGISTER is com- 
plete, it enables the Intending Buyer— 


1—TO INVESTIGATE a number of sources of supply 
which will assist him in making the most economical 


purchase. 


2—TO ADD new names to his present list of sources of 
supply. 


3—TO VERIFY his present prices and bids—thus insuring 


an economical purchase for all requirements. 


4—TO MORE QUICKLY LOCATE sources of supply for 
requirements which are new to his department, thus 
saving the time lost in referring to numerous catalogues. 


5—TO INVESTIGATE possible savings which can be 
effected by substitutions or improvements in present 
material, machinery, and methods. 


6—TO RECALL TO MIND products previously pre- 


sented by a salesman or through an advertisement. 





TRY THESE SUGGESTIONS ON YOUR NEXT 
PURCHASES—WE FEEL CERTAIN YOUR 
SAVINGS WILL BE SUBSTANTIAL. 














————---—— 








THOMAS PUBLISHING CO., 467 Eighth Avenue, New York, N.Y. 
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For Tool Grinding . 














ABRASIVES _<X 


{) \ 
D 


Norton “BE” Wheel. Tool men everywhere proclaim Norton “BE” Bond 
Wheel the best they have ever used... Because of its fast, cool cutting 
action with no tendency to burn even on the hardest high speed steels and 
alloys... Because it holds its shape . .. Because of the few dressings required. 


Available in all the usual tool room shapes and sizes, and all necessary 
grains, grades and structures. 


NORTON COMPANY Worcester, Massachusetts 
Sa 0 —— i —~w™ 





TY’S EASY TO PICK 


The Right Regrinding Valve 


has them! 87 


i } rant, Jenkins 
F IT’S Regrinding Valves you W J ar fen 


industrial need. 


nd styles you need. 
ve you the same 
ndard of design 


at and e 
Select the exact body, bonnet, 2 fa ge 
Then rest assured that these valve a 
i in 
low-cost performance which the Jen 
ous. 
and manufacture has made fam siete! 
ptive bulletins shown cover 


W rite for copies. 


; - Chicago; 
ity; Bri ort,Conn.; Boston, 
gonbwanes Bri ried, Montreal: London, Eng. 


The four descri 
Regrinding line. 


JENKINS BROS., 80 White St., pen a 
Philadelphia; Atlanta; Houston. 


Jenkins Line” 


= | 
ANSWERS 


to Regrinding 


There are now 87 different Jenkins 
Regrinding Valves... Many types, 
numerous patterns, including 


REGRINDING 
REGRIND - RENEW 


. 
BEVEL SEAT PLUG SEAT 
SPECIAL ALLOY SEATS 
e 
BRONZE BODY IRON BODY 
IRON BODY, BRONZE TRIMMED 
ALL-IRON 
° 
UNION BONNET 
BOLTED BONNET 
- 
GLOBE—ANGLE 
CROSS —CHECK 
5 ° 
SCREWED — FLANGED 
s 
150—175—200-— 225 
250—300 POUNDS 
WORKING STEAM PRESSURES 
e 
175—225—250—300 
400—600 POUNDS 
WORKING OIL, WATER, GAS 
PRESSURES 


FOR INSTANCE 


this Jenkins Armor Seat Valve tor 
300 Ibs. pressure has a plug and 
seat ring made of Jenkins JX500 
special Alloy Steel—HARDER 
THAN 500 BRINELL—that can 
not be cut by boiler scale, pipe 
chips, welding beads, rust tubercles, 
iron oxides, grit, throttled steam. 
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